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new low prices will put hardware 
dealers and jobbers back in the 
razor blade business. You can now 
sell a blade of the highest quality at 
a price to compete with the cheap, 
poor-quality blades that are flooding 
the market. And you get a good 
profit for yourself, too. 


Kleanshave Blades are sold only 
through regular hardware channels. 
They are fine blades—made of the 
best Swedish steel, hardened, tem- 
pered, sharpened, and honed by 
improved methods, and hair tested. 


Order from your jobber now, and push 
the blade that’s made exclusively 
for the hardware trade. Remington 
Cutlery Works, Bridgeport, Conn. 


In the sale of REMINGTON 
KLEANSHAVE BLADES you 
are protected against suits 
for patent infringement. 


A HARDWARE BLADE 
for the HARDWARE TRADE 


REMINGTON ARMS COMPANY, INC. 


Originators of Kleanbore Ammunition 


The Greatest Value Ever Offered—The 
Remington Standard American Dollar Pocket Knife 
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GOOD LUCK 
Jar Rubbers 


Sell on Sight 


Quality plus national adver- 
tising every year for 21 
years have made Good 
Luck Jar Rubbers favor- 
ably known to millions of 
women so that today Good 


Luck Jar Rubbers sel] on 
sight. 


For years housewives have 
bought more Good Luck 
Jar Rubbers than any other 
kind. Today, Good Luck 
Jar Rubbers are the biggest 
sellers in the world. 


A standard product at a 
standard price. A product 
that means a large profit 
and more repeat business 
for every merchant. 


Stock Good Luck Jar Rub- 
bers early and feature them 
regularly. 


GOOD LUCK 
Jar Rubbers 


BOSTON WOVEN HOSE & RUBBER CO. 
Cambridge, Mass. 
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Largest Makers of Fruit Jar Rings in the World 
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7 YOU'LL SELL HOTTER 


MA morE Goons IBY 


if your merchandise is known to your customers 





by name and by reputation. 


It takes time — and destroys confidence — to sell 


something “just as good.” 


Dealers in Simmons trade-marked merchandise 
have a double advantage — their own good will 
and personal acquaintance are backed by a 
name that —all over America— means quality 


and service and honest value. 


Your father’s father knew Simmons quality. 
Your children’s children will buy with confi- 


dence anything that carries the Simmons name. 






\ 


SIMMONS HAROWARE COMPANY 


U-S- A 





“wi SIMMONS 


KEEN 


i C SIMMONS 7 “The Recollection of Quality Remains Long \ 
KEEN After the Price is Forgotten.’’—£.c. siMMONS 


KUTTER 


Ry 






KUTTER 
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 #~ Falls 


Down 


on the job 





EARS of experience have 

taught us to make Ameri- 

can Screws to a uniform 
level of excellence. 


Each one has a slot that stands 
the strain; each one has clean 
"a cutting threads and gimlet 
NE, points which are sharp and 
ae strong. Not one falls down 
on the job. 


WMenich 


Your customers can do any job 
better with American Screws. 


MACHINE 
SCREWS 


WOOD -« TIRE STOVE 
SCREWS BOLTS BOLTS 


AMERICAN SCREW CO 


PROVIDENCE,.R.I.,U.S.A. 


WESTERN DEPOT,225 WEST RANDOLPH SEL.CHICAGO. ILL. 


Put It Together With Screws 
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GRIFFIN Brackets are offered in types, styles 
and finishes to meet the varied uses to 
which these hardware .items are applied 
both commercially and in the home 
The new No. 348 Girder Type Shelf Bracket (top 
illustration) combines neat appearance with the 
strongest shelf bracket made today. It has no 
braces to hinder using entire shelf space below. 


(GRIFF IN 


| ufacturing Company 


ERIE, PENNSYLVANIA 














Branch Offices:- 


NEW YORK: 45 Warren Sr. BOSTON: 113 Purcuase Sr. 
CHICAGO: 162 N. CuINTON St. SAN FRANCISCO: 703 Marxer Sr. 


HARDWARE AGE 




















Only washer with metal Float- Only washer with tub of 18- Only washer with Voss Safety- Lowest power consumption in 
ing Agitator which duplicates gauge corrugated porcelain Guard Wringer, the first really competitive test of 17 leading 
hand-washing action. enamel. safe wringer. washing machines. 


sales features 


Illustrated above are the four most effective sales features offered on any washer 
today. And they all are exclusive Voss features. They are effective because every 
woman recognizes their importance. She knows she wants the gentle efficiency 
of hand-washing action . . . you don’t have to sell her on that. She knows that a 
corrugated surface gives better washing action . . . you don’t have to sell her 
on that! She knows she wants the protection of the Safety-Guard wringer . . . 
you don’t have to sell her on that! She knows she wants a washer that costs little 
to operate . . . you don’t have to sell her on that! 


And Voss is telling millions of women that these important features are available 
only on the Voss. 


VOSS Features are Nationally advertised 
Consistently—month after month—the millions of readers of The Ladies’ Home 
Journal, Good Housekeeping Magazine, Better Homes and Gardens and The 
Farmer’s Wife are being told about these and other advantages that the VOSS 
offers. VOSS is using the major part of its advertising appropriation in helping 
the dealer sell . . . and not to merely sell the dealer. 

That’s one reason why Dealers everywhere are changing to the VOSS line. 





THREE MODELS AT 
THREE POPULAR PRICES 


The Voss line consists of three different models in the popular 
price range. Each one offers the greatest value that can be had 
at its price. And what’s more, VOSS Dealers can prove it! 

Last year VOSS made the largest sales gain in the industry. This 
year looks like another VOSS year! 

The wisest thing that you could do would be to secure the 





deer 





valuable VOSS Dealer’s Franchise for your community, if VOSS MODEL G-59 VOSS MODEL E-76 
it is available. With Briggs and Stratton 4-cycle engine America’s first all porcelain washe 
$99.95 $79.50 
Write Today for Complete Details Slightly higher in West and South Slightly higher in West and South 
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THERE ARE MORE ABW SHOVELS 
SOLD THAN ANY OTHER MAKE 


6 


NEW ssw 


SOLID SHANK FEATURES 


HE development of greater handle strength in the 
ABW Solid Shank Shovels has been made possible 
by the AB W Shock Band, (Patent Pending). 


We say without reservation that the ABW Shock 
Band with other improvements listed below, stamps the 
new ABW One-Piece Solid Shank Shovel as the best 
Solid Shank yet produced. Tests prove the handle 21% 
stronger. 


Four New and Exclusive A B W Features 


| The Shock Band is mounted around the handle at the 


point of greatest strain between the handle and socket. 


2 We have welded top of socket preventing its spreading 


and opening under prying strain. Shoulder of socket meets 
shock band eliminating the cutting of the wood so common 
in the ordinary shovel. 


3 The Shock Band in combination with the Armor-D handle 


reduces the exposed wood section of the handle stem to 


6”. (The average Solid Shank Shovel has 11’.) 


Rivets are inserted horizontally instead of perpendicularly. 
In a prying strain, the top and bottom wood fibres are 
under pressure. The horizontal rivets therefore do not 
pierce the fibres under tension. 


One-piece Blade, Shank and Socket forged from high 
carbon quality steel, heat treated. Handles are selected 
Northern Ash, equipped with the famous Armor-D handle. 


The ABW Shock Band is now standard equipment on 
all AB W Solid Shank Shovels—at no extra cost to you 
—and a complete line is now ready for immediate de- 
livery. Place your orders now! 


ASK YOUR JOBBER 


FAMOUS 0. AMES BRONCO HUBBARD 
ABW RED EDGE PONY SOCKET 
MONONGAH HUSKY SHANK 
BRANDS — KNOX-ALL PACEMAKER GOLD BUG 


AMES BALDWIN WYOMING SHOVEL CO. 
PARKERSBURG, W. VA. 
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. . . that’s why the 


FLORENCE line 


will earn money 
for you this fall. 


This fall and winter people will buy stoves 
and heaters even if they have to jack up the 
car to do it! 


With Florence you meet the needs and 
wants of your customers: in Fuel with Range 
Oil, Kerosene and Gas; in a range of 
Models for every purpose; and in Prices 
that make each item the best value always. 


In Florence you have a name famous for 60 
years, nationally advertised; a guarantee 
that means something; quality and depend- 
ability that builds trade for you. And lead- 
ers you can sell easily—leaders such as the 
new Florence Circulating Heater that looks 
like a radio cabinet, burns range oil, and 
heats 3 to 5 open rooms with clean, health- 
ful heat. Remember — folks must cook, 
must keep warm. They’ll buy stoves and 
heaters and you can sell them and please 
them with FLORENCE. And by concen- 
trating on this one complete line you build 
business that will grow in size and profit 
and satisfaction. 


Look into it now. Send this coupon for the « 


folder “The Big 3 and Profits for Me” — 
and the big Florence catalog that is sent 
only on request. 


FLORENCE Circulating Heater 


A modern piece of furniture: beautiful walnut- 
grain porcelain finish. Burns range oil. Powerful 
—heats 3 to 5 open rooms. Built-in humidifier ; 
radiant front; burners tilt and light with match 
through convenient grilled mica door. Model 
CH-26. 


At left 

Florence Radiant Heater, 
inexpensive, powerful, effi- 
cient. Burns range oil. 
Complete unit for small 
suites, stores, offices. Mod- 
el KC-8. 





At right 

Florence Range Burner for 
kitchen stoves. Burns range 
oil. New features, stylish 
appearance. Model K-26, 
Also models for parlor 
heaters. 





At left 

Florence Cabinet Heater. 
Burns kerosene. Sturdy, 
compact: two giant wick- 
less burners. Mahogany- 





grain porcelain finish. 




















Model C-2. 
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FLORENCE.GAS RANGES 


A complete line of new Table Top and Console 
models. Full porcelain finish — 3 modern color 
combinations. Automatic top burner lighter; fully 
insulated ovens; radio-dial oven heat control; 
bakelite pendant handles. Strong, sturdy; Flor- 
ence quality throughout. Aiso uninsulated models. 





BST. 1872- 





GARDNER, MASS. 
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FLORENCE STOVE COMPANY 
Gardner, Mass. 


Send me without obligation a copy of 
“The Big 3 and Profits for Me.’ 


(1 Check here if you want the catalog also. 
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fe, ORAWN STEEL 
if , 1S 
\@Z STRONGER 


THAN CAST IRON 


“True as Steel’’ »»» »» » » 


Throughout history this ringing 
phrase has stood for tested worth. 


Eagle Night Latch No. 3515 has a 
case and strike made of steel. It has 
a full size, accurately machined, 
solid brass, five-pin-tumbler cylin- 
der—and a solid brass bolt, knob 
and thumb slide button. It is 
FINEST QUALITY in ALL DE: 
TAILS. 


The Eagle Quality Line 


Night Latches 
Trunk Locks 
Front Door Sets 


Wood Screws 
Stove Bolts 
Machine Screws 


EGE SCK co, 


Store Door Sets 
Padlocks 
Cabinet Locks 


26 Warren Street -- New-York 
Branch Offices: 
521 Commerce St. 177-179 N.FranklinSt. 114 Bedford St, 
Philadelphia, Pa. Chicago, Ill. Boston, Mass. 


Works at Terryville, Conn. 

















They Protect the Floor. 
As Well As 


Your Profits 


“ACMES” are popular with customers because 
they protect any floor, or floor covering. 
“ACMES” are popular with dealers, because they 
make and protect profits. 











© 


These casters have the modern ball 
bearing feature. They roll smooth- 
ly and quietly in any direction. 
Every customer is a logical pros- 
pect. Just roll an “ACME” on the 
counter. Show how smoothly they 
roll. A demonstration means a 
sale. “ACMES” are a profitable line 
THE SCHATZ 
MANUFACTURING CO. 


POUGHKEEPSIE, N. Y. 


Modern Cj 


Send for Samples, 
Quotations and Complete 
Information 


#) 
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Emery Cloth in bundles 
and boxes 





Sandpaper Rolls 





Wood-Working Paper Rolls 
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PROGRESS 


HIRTY YEARS ago we introduced 
the first grinding compound to the 





world—Clover Compound is still leading 
‘ q , : Water-Mixed Valve-Grinding 
the industry, both in quality and in sales. Compound 


Five years ago we entered the Coated 
Abrasive field—at first made only Sand- 
paper and Emery Cloth, which rapidly 
gained favor and is now found on the 
shelves of the leading jobbers and dealers 


the country over. 





We have kept right on—enlarged our 
plant and equipment, so that now we make, Aluminous Oxide Economy Rolls 
besides Sandpaper and Emery Cloth, Alumi- 
nous Oxide Metal-Cutting Cloth, in. 
sheets, rolls, belts and discs—Aluminous 
Oxide Paper Rolls for wood-working 
and floor-sanding—Garnet Cabinet and , 
Finishing Papers and Garnet Roll Goods 





Alsinatiati Cratit Choi Cain 
for belt and drum sanders. tite: 


Metal-Cutting Belts 


Where, at first, we limited our sales to 
the shelf hardware trade, now we offer the 


mill-supply trade everything it requires 





in this line. 


Clover quality has never been questioned 
—Clover prices are always low—there is 
nothing better to be had than Clover Ser- 


vice. 


Won’t you allow us to submit samples , 


and quote? 





Metal-Cutting Cloth Rolls 








'| EB. B. GALLAHER : 
Clover Mfg. Co., Norwalk, Conn. 


CLOVER MANUFACTURING COMPANY = *3""""-c"s™enrs* 


NORWALK, CONN., U. S. A. | Red-Stripe Turkish Emery Cloth—for oaliditen 
~ | Yellow-Stripe Aluminous Oxide Cloth—for cut- 


_ |_ting hard r metals. The universal shop abrasive 
SANDPAPERS Orange -Stripe Garnet Paper for wood-working 


|| | Clover Grease-Mixed Grinding Compound 
a 1 [ Clover Water-Mixed Valve-Grinding Compound 


WOOD-WORKING PAPERS AND CLOTHS | fie 








CLOVER GRINDING AND LAPPING COMPOUND || Address _ 


Character of business 




















Stir Up Business 


by Going After It « 


USE OUR ADDRESSING SERVICE FOR YOUR 


DIRECT MAIL SALES EFFORTS 


and assure yourself Maximum Success at Minimum Mailing Cost 


THE REASON WHY? 
35560 HARDWARE RETAILERS 
Names and Addresses Verified and Corrected 


RIGHT UP TO THE MINUTE OF ADDRESSING 


Addressed According to Annual Sales Volume as follows— 


12667 MAJOR HARDWARE RETAILERS whose sales exceed $30,000.00 
annually and who account for more than 80% of all hardware retail 


sales. 


7270 HARDWARE RETAILERS whose sales are between $20,000.00 and 
$30,000.00 annually. 


15623 HARDWARE RETAILERS whose sales are less than $20,000.00 
annually. 


Only our many years daily contact with the hardware trade publishing 
HARDWARE AGE and HARDWARE AGE VERIFIED LIST makes 
possible such An Addressing and Mailing Service Nowhere Else Obtainable. 
We Gladly Make It Available to You at Rates that are Extremely Moderate. 


WRITE FOR PRICES 


HARDWARE AGE DIRECT MAIL ADDRESSING DEPT. 
239 West 39th St., New York 
Gentlemen: 
Kindly advise me your charge for addressing a mailing as checked. 
1 35,560 Hardware Retailers (Complete List). 
( 12,667 Major Hardware Retailers whose sales exceed $30,000.00 Annually. 
O 7,270 Hardware Retailers—sales $20,000.00 to $30,000.00 Annually. 
(1 15,623 Hardware Retailers—sales less than $20,000.00 Annually. 


(] ENVELOPES 
[1] BROADSIDES —to— 
[1] CIRCULARS 
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We've given them 


A NEW NAME 


PYRE 


CORNING GLASS WORKS 
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COVERED 
LOAF PANS 


CORNING, N. Y 


Theyll give you 
NEW PROFITS 


E designed them for storing food in 
the refrigerator. So ““Pyrex Refriger - 
ator Dishes’’ seemed a good name. 


But many women disagreed. Ignored our 
name. Kept these dishes busy all the time, 
baking and serving entire meals. The only 
time they put them in the refrigerator was 
with the left-overs . . . ready to be warmed 
and served again! 

That gave us the hint! So, better to suggest 
the handiness . . . the timely economy .. . 
of these refrigerator dishes, outside the re- 
frigerator as well as in it, we changed their 
name to “‘Pyrex Covered Loaf Pans.”’ 


As “Pyrex Covered Loaf Pans’’ you'll 
find them moving this month even faster than 
they did last year as “Pyrex Refrigerator 
Dishes.’”’ For Pyrex August national adver- 
tising is telling millions of other women how 
they can handily bake, serve and refrigerate 
entire meals with one set of these newly named 
Pyrex Covered Loaf Pans. 


You have five different sizes to offer. 6’ 
square — 2” high, to retail for 85¢ — 3” high 
for $1.00; 9’’x5’’ — 2” high to retail for $1.15 
— 3” high for $1.40; also a large size, 10'2”’ 
long to retail for $2.25. 


Feature all five sizes as a set .. . or sell them 
in sets of the same size. Past experience proves 
that women nearly always want more than 
one of these popular Pyrex Dishes. 


Order from your jobber today. 


A TIP FOR EXTRA SALES 


Most women have one or two favorite saucepans. 
They'll like the idea of using Pyrex Glass covers 
to simplify top-of-stove cooking with these pans. 
Suggest it and make an extra sale. Round Pyrex 
Dish covers fit most sizes of saucepans. 


Cover For Diameter Retail Price 

See ee , «45 

| See er ae .25 

i eae csice see 
|) UEC POP coin «o 
_ eee 6%”.. -65 
aa 714," ~ eae 
624 . 814” .80 
oor aso aac 914" . 1.00 


“Pyrex’’ is the registered trade-mark of Corning Glass Works 
and indicates their brand of resistant glass. Prices slightly higher 
in the West and Canada. 
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A Statement 











TO KITCHENKOOK DEALERS 


Kircuenxoox gasoline pressure stoves 
will be unchanged mechanically for the com- 
ing year, 1933. We have no intention of manu- 
facturing a so-called instant lighting stove, that 
is, a stove whose cooking burners are lighted 
without first pre-heating the generator. We 
believe the instant lighting pre-heater as used 
on the present Kitchenkook is unquestionably 
the best lighting system for a pressure stove. It 
is necessary to open only one valve, scratch a 
match—the pre-heater lights instantly with a 
clean blue flame, like a jet of natural gas. 
Then pay no more attention to the Kitchen- 
kook for one minute, or as much longer as you 
like. There is no air valve which must be 
closed exactly one minute after lighting, no 
loss of air pressure from the tank. When, at 
your convenience, you return to light the 
cooking burners there is plenty of clean burn- 
ing, perfectly vaporized, dry gas ready to light 
at any or all burners. Regardless of how long 
the pre-heater is allowed to burn, there will be 
no appreciable loss of air pressure from the 
tank. 


AFTER three years of continuous experi- 

menting our engineers designed the finest 
“instant lighting” stove we have ever seen. 
However, it is not nearly so good a stove from 
the user’s standpoint as the present Kitchen- 
kook. It is not actually as easy to light, be- 
cause it requires three valve operations dur- 
ing the period of time in which the generator 
is becoming hot (about one minute), while the 
Kitchenkook requires only two valve adjust- 
ments, both of which can be made at the con- 
venience of the operator. The third valve 
operation, the closing of an air valve, is essen- 


tial with any so-called instant lighting stove 
and if not done promptly when the generator 
becomes hot, a great deal of air will be lost 
from the tank. Even when lighted correctly, 
there is considerable less of pressure from the 
tank of any instant lighting stove. Further- 
more, the Kitchenkook always lights with a 
clean, blue cooking fire while the so-called 
instant lighting stove is nearly always char- 
acterized by a more or less yellow, smoky start- 
ing flame, no matter how carefully it is lighted. 
It should be clearly understood that “instant 
lighting” is merely a different and more in- 
tricate method of pre-heating the generator. 


WE WILL never make any change in the 

American Kitchenkook merely for its 
novelty or its “talking” value. Cleanliness, 
economy, safety, and all ’round convenience to 
the user will always be our paramount con- 
siderations. Our large and capable staff of 
experienced engineers will continue to work 
constantly to develop real improvements, and 
you may depend on it that when better stoves 
are made they will carry the Kitchenkook 
name plate. 


HE Kitchenkook Sta-Klean Generator, 
, announced April |, has proved tremend- 
ously successful and, of course, will be con- 
tinued. The Everdur alloy fuel tanks with 
which Kitchenkooks have been equipped since 
January |, are unquestionably the perfect solu- 
tion to the long troublesome problem of find- 
ing a satisfactory metal for this purpose. The 
Kitchenkooks you are selling now will give 
many years of satisfactory service to every user. 


AMERICAN GAS MACHINE COMPANY, Inc. 


360 Furman St., BROOKLYN,N.Y. 











ALBERT LEA, MINN. 


4242 Hollis St., OAKLAND, CAL. 
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OBERTSHAW 


DISPLAY és ready for you! 


| gone: everywhere are speeding up 
their Gas Range Sales this simple, 


sure way. They keep this Robertshaw 
full color lithographed Display always 
working for them, either in the window 
or show room. As shown above, it is just 
the right size to place on a range. 


With this Display in use, you automatically 
extend an invitation to every woman com- 





ing in or near your store to have a visual 
demonstration of Robertshaw oven control. 


It will pay you well to use this Display, 
for demonstrating the Robertshaw is the 
best way to make a woman think seriously 
about a new range. 


And that is the kind of sales strategy you 
need right now. The Display is yours for 
the asking. Just drop us a line today. 


ROBERTSHAW THERMOSTAT COMPANY 
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“UNION” HACK SAW FRAMES 
Sell at Popular Prices 


These well known Frames are strongly and rigidly 
constructed and keep blades securely and evenly ten- 
sioned until released. This results in the saving of 
many blades. 















Adjustment is quickly and easily made and the handles 
afford a firm, comfortable grip. Made in 6 practical 
styles for the most exacting mechanics or general 
home use. 


Dealers find them steady, profitable sellers at popular 
prices. Keep stocked. 


Your Jobber Will Supply You 


- 
~ - 
Reg. U. S. Pat. Off. 


Established 1854 


TORRINGTON, CONN. N. Y. Office: 151 Chambers St. 
















~ t bee Til 


No. 2115 Adjustable Frame for 
Blades 8 to 12 Inches 








HANOLE 
DUUSTMEN T 





No. 2170 Adjustable Frame for 
Blades 8 to 12 Inches 





No. 2150 
Adjustable 8 to 12 Inches 














ODARK GRAY thLIGHT GRAY OMAHOGANY RED HRICH BROWNS 
CSPECIAL TAN OAK $TANDARD GREEN WUST PHOS: 















DIXON’S MAINTENANCE FLOOR PAINT—all-purpose—reduces stock and satisfies a varied 
demand. Quality—Price—Profit recommend it! 
Paint Sales Division, JOSEPH DIXON CRUCIBLE CO., Jersey City, N. J. 


Write for Color Card 40BF and prices. 
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Miscellaneous 


WIRE NAILS 
& WIRE BRADS 
In Attractive 
Packages 


Full Stocks Assure Fast Service 


The illustration will give you an idea of the immense stock of 
American Wire Nails which we have on hand at strategic points 
throughout the country. American Wire Nails are loyal servants 
as they embody all factors that make for perfection. 


Your customers’ satisfaction is assured when you sell American 
Wire Nails as carpenters and all nail users are always satisfied 
with nails they can depend upon. Write for full particulars re- 
garding American Wire Nails, Pearson Cement Coated Nails, 
American Wire Tacks and Peerless Tacks. 


AMERICAN STEEL & WIRE COMPANY 


208 South LaSalle Street, Chicago SUBSIDIARY OF uurren OS stares STEEL CORPORATION And All Principal Cities 
Pacific Coast Distributors. Columbia Steel Company, Russ Building, San Francisco Export Distributors: United States Steel Products Company, New York 
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Cabinetwork receives 
a new touch of beauty 
—with this hardware 














TTRACTIVE new designs and a wide ; 

variety of beautiful lasting finishes ; 

are features of this extensive assortment of 

Kc aticna 
G CABINET SETS : 
= e 
(6 There are decided innovations in their mechanism, 3 


too, which will bring new comforts of operating 
efficiency. The working parts of these sets are so 
simple and well made that they need no further 
attention after once installed. — 


ER iene sinc cans 


any type of cabinet, regardless of its size or of the 
style of door. 

Amateur as well as professional builders are 
quickly sold on these attractive sets, which are 
easily installed, and appreciate their value in en- 
hancing every cabinet job. 


NATIONAL MANUFACTURING CO. 
STERLING - ILLINOIS 


National hardware is sold direct to the retail dealer—a policy 
that promotes quality, service and direct selling cooperation. 







No. 719R Cabinet Door Set 


No. 719S Same as above except catch 
is designed for surface door 
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JOHN SELL SAYS: 


Jj pas story is told in the 

simple way that I 
would tell it were you sit- 
ting across the table from 
me. It somehow does not 
express the bustle and ex- 
citement of our store. We 
are just as busy as can he 
from 7 a. m. to 5.30 p. m. 
—and from then until 
10.30 p. m. the store is 
put in shape for next day’s 
business. We do nothing 
else but wait on trade dur- 
ing the day—the unpack- 
ing and marking is done 
after the day’s business. 
People like to come in 
just to see the activity. 
Everyone is on the run, 
the radio is playing, two 
phones are busy all day. 
To tell this in a story 
sounds like “hooey,” and 
our traveling men who 
call upon us say they don’t 
dare repeat the story in 
other towns, as their cli- 
entele would think they 
were “stuffing” them to 
get orders. 

We hope we have made 
the story interesting, and 
that it will help someone 
else through these trouble- 
some times. 











By JOHN SELL 
Hardware Merchant, Pittsburg, Kan. 


HEN this so-called de- 
pression began a couple 
of years ago, we took 
our twelve employees into our 
confidence. We explained to 
them that the prospects, accord- 
ing to all predictions, were bad. 
We told them we were heavily in- 
volved and could not stand much 
of a loss; it might become neces- 
sary to liquidate. We assured 
them that as long as we had the 
volume of business we could get 
along and that it was their busi- 
ness to see that the volume kept 
up. 
Our employees are assured of 
their jobs. They are never 
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penalized for absence on account 
of illness or for loss of time due 
to illness in their families. 
Whereas we had twelve em- 
ployees at the beginning of the 
depression, we now have eighteen 
and their wages are 4 per cent 
more than in previous years. Our 


“This Sounds Like 








In 1931 We Increased 
Advertising .. . .3314% 


Salaries ....... . 4% 
ee eneareny 2514% 
Net Earnings Rate . 14% 
Staff ... from 12 to 18 
and are busy from 7 
a.m. to5:30 p.m. Then 
until 10:30 we get ready 
for next day. 























‘our choice of Armstrong, Gold Seal or Pabcolin Rugs 
in either floral’ or tile patterns. They weigh 24 lbs. 
and are just the right size for kitchen, pantries, nooks 
and bathrooms. This sale good for Friday and Satur- 
day only. Only 25 at this price. 


Sell & Sons 
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Hooey 


store is the answer to Saunders 
Norvell’s recent article about 
running a business on the college 
spirit plan. In our business it is 
one for all and all for one. It 
makes no difference where our 
employees are or what time of 
day it is, they are boosting for 
Sell & Sons. 


Beating the Depression 


Our methods for beating the 
depression are not so much dif- 
ferent from those of other mer- 
chants, but we never let up for a 
moment. Our first aim is to 
carry a large stock to minimize 
lost sales. We try to put in quan- 
tities sufficient to get the lowest 
possible price and pass the sav- 


ing on to our customers. We ex- . 


tend credit to those who need and 
deserve it. We believe everyone 
honest until he proves he is not 
—and our losses are so small 
that we can easily charge it off to 
advertising. 

Our store has the reputation 
of having good merchandise. We 
carry the leading brands of most 
commodities, but we do not spend 
all our advertising efforts on 
these goods. We let the public 
know that we have the lower 
priced lines also. We advertise 
good house paint at $1.49 a gal- 
lon, and it is a good paint for the 
money. It does not show a large 
profit, but it does put us in touch 
with the people who need paint. 
We advertise “50 feet of good 
rubber garden hose, complete 
with coupling and nozzle for 
$3.19,” yet last year we sold 
four and a half miles of garden 
hose at 10 cents a foot. 
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By increasing our advertising 
appropriation we obtained a 
lower rate, which, of course, gave 
us more advertising for our 
money. We never let an oppor- 
tunity for advertising pass, but 
it is always done in a manner 
that does not cry out “this is done 
for advertising only.” We make 
our ads appear cheerful and per- 
sonal, You will notice our ad- 
vertising is different. We say in 
our ads the very things we would 
tell a customer were he right in 
front of us. Then, too, we do 
what a lot of stores fail to do: we 
do just exactly as we advertise— 
regardless of cost. 

We have taken advantage of 
unusual situations in our adver- 
tising. Last summer a large loan 
company went broke, losing for 
its investors a half million dol- 
lars. So many people told us 
that had they dreamed of any 
such thing happening they would 
have bought things for them- 
selves. Our advertising came out 
reminding people that it would 


but on July 1, our 1932 sales were 50% ahead of 1931. 
We were 33% ahead for the first three months’’ 


have been a much better invest- 
ment to put their money in house- 
hold appliances. Another bank 
failed in January, with a loss to 
depositors of a quarter million. 
We hammered away with the 
same line of advertising argu- 
ment and it has had its effect. 

Doctors, dentists and lawyers 
who are “ethical” cannot adver- 
tise like other business men, but 
the money they spend in other 
ways to get a little more than 
their share of the business! For 
us, cooking schools, community 
affairs, farm bureau meets, farm 
picnics, fairs, etc., are big attrac- 
tions, and we don’t go out just 
to shake hands and feel that we 
have done our duty. We go out 
to be helpful and get a lot of en- 
joyment in doing so. It brings 
its own reward. 

We have a State Teachers’ 
College here. We furnish 
“props” for their plays and ac- 
tivities at the school. Spot lights, 
bird cages, stoves, milk pails, 
rugs, china-ware, ete., are fur- 


Pittsburg, Kansas, where they still do business and admit it. 
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nished them free to use. We ad- 
vertise in their college paper and 
invite them into our store to use 
our telephones, wrap their pack- 
ages and make jit their down- 
town headquarters. Is it any 
wonder they buy their club 
prizes, presents and necessities 
from us? These services cost so 
little and bring such big returns. 

To farm communities we loan 
gasoline stoves for their socials 
and gatherings. When a farm 
group wishes to set up a model 
kitchen at one of its annual af- 
fairs, we furnish the kitchen 
complete—and thousands that 
might otherwise never see our 
goods, see them in this way. 

The different church groups 
use our store for their exchanges. 
They tell us they never have 
enough food when they hold 
their exchange here. 

We cater to the wants of chil- 
dren. We always try to have 
some little thing for them when 
their mothers send them down for 
a can of wax or a bottle of furni- 
ture polish. If we know of a 
nice old lady who would like to 
do a little shopping, but doesn’t 
feel like walking or even bother- 
ing anyone else to bring her in, 
we go out and bring her into the 
store. 

The want book is kept “hot” 
and goods are ordered every 
night to take care of the overflow 
from the chain stores. The 
wages paid by the chains are not 
large and the employees make no 
special effort to help the cus- 
tomer. The mail order catalog 
is kept at hand for comparisons. 
Their big store is just across the 
street so we have to have their 
price list handy. Their stock is 
so incomplete that we have cus- 
tomers come to us from across 
the street—pretty good evidence 
that they were out of the article 
the customer wanted. So we sel- 
dom have to meet their price even 
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if it is lower than our regular 
price. 

Our store has a reputation to 
be proud of. Ten-cent stores, 
chain stores and mail order 
houses—in fact, any business es- 
tablishment will tell their cus- 
tomers, when asked for some- 
thing they don’t have and don’t 
want to bother to get for them, 
“Go to Sell & Sons. They have 
everything—and if they haven’t 
they’ll get it for you.” 

No order is too small for our 
attention. Our catalogs are al- 
ways worn out before new ones 
arrive. The Hardware Age Cata- 
log for Hardware Buyers and 
Montgomery Ward’s catalog are 
always kept handy. Only once 
did we have a call for an article 
we could not find in the Hard- 
ware Age Catalog—and then we 
wrote to HARDWARE AGE and 
promptly got the desired in- 
formation. 

The mail order house local 
store is one of the town’s best 
assets and if we had to choose 
between the Chamber of Com- 
merce and Montgomery Ward’s 
store, we’d vote for the store as 
the town’s best trade puller. Our 
business has shown an increase 
from the time the big store 
moved in. 


Speaking of Service 


We believe in service. It costs 
money to run out a couple of 
miles to find the reason a wash- 
ing machine won’t start, only to 
discover that a fuse plug has 
blown out. Do we growl -bout 
this? Heck, no! It makes the 
customer feel under obligation. 
And, do they tell their neigh- 
bors how nice we are? I'll say 
they do. 

All of our employees are se- 
lected for their ability to smile, 
and we make them use that 
smile. If they are not feeling 
well we send them home until 
they feel they can smile. The 


whole store radiates happiness. 
Why shouldn’t they be happy and 
smile? Business is good, they 
are getting good wages, are as- 
sured of their weekly income, so ° 
the smiles bring the customers 
back. Our motto is “Smiling 
Service,” and we try to live up 
to it. 


Selling Electrical Appliances 


Last August a law went into 
effect in our State preventing the 
utility companies from selling 
merchandise. It was their con- 
tention that hardware merchants 
would not put forth the effort to 
furnish “load” for the power 
companies. After eight months 
of experimenting the power com- 
pany admits that we did a better 
job here of furnishing appliance 
load than anyone else in the 
State—and better than they were 
able to do it themselves. 

In- November last we con- 
ducted a waffle iron campaign. 
We employed men and women 
of neat appearance to canvass 
the town. _ In ten days we had 
sold 91 irons at $14.50 each. 
The solicitors were paid $1.50 
each iron sold. Fifty-three of 
them were sold on the payment 
plan, allowing the customer to 
pay $3.00 per month. Only 
two were turned down and the 
remainder are all paid out. Nat- 
urally we expected this would 
affect the sales on this item dur- 
ing the holidays, but we sold 37 
waffle irons in December. 

In March last we began sell- 
ing electric refrigerators. We 
chose what we considered the 
best of its kind in the field, one 
that was well advertised. We 
sold more electric refrigerators 
in this town of 20,000 than all 
the other makes combined. It 
wasn’t just a spurt—we kept 
right at it, and in April this 
year, with the cold winds whis- 
tling around the corners, we sold 

(Continued on page 45) 
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: Bust Among Ourselves 


by CHARLES J. HEALE 
Editor, Hardware Age 


about very unjust claims for 

replacement of merchandise dur- 
ing the past two years. Very gen- 
erously they place the cause as due 
to general conditions. One execu- 
tive writes: “In the 29 years I have 
been with this company, I’ve noticed 
that we always receive more unjust 
claims during periods such as we are 
now passing through than we do when 
business is normal.” Another, fully 
in accord with the first, says: “In 
fact, for some time we have been re- 
ceiving merchandise manufactured 
more than ten years ago. Some of 
these goods show every evidence of 
having been left in someone’s base- 
ment or garage for a long period of 
time and then have been taken back 
to some dealer for replacement.” 


GS seats manufacturers tell us 


— HA — 


Such claims for replacement are 
flagrant abuses of the manufacturer’s 
guarantee for workmanship and ma- 
terials. The consumer is grossly un- 
fair to ask a dealer to accept for ex- 
change or credit any merchandise 
that has been kept for any such 
period as ten years or in most ¢ases 
more than thirty days. There is a 
glaring weakness about the knees 
when a dealer permits such an abuse 
and kids himself into thinking he is 
just “giving service.” If there was 
anything wrong with the purchase an 
adjustment should have been made 
promptly. If the final direct loss 
came out of the dealer’s own pocket, 
the store policy on returns would 
probably have prevented the situation 
cited. 


— HA — 


By the time the goods to be ex- 
changed or credited reach the manu- 
facturer a good dealer custonier and 
perhaps a wholesaler also has ac- 
cepted the consumer’s claim, the 
manufacturer is in the unhappy po- 
sition of taking the loss whether jus- 
tified or not. He can hardly afford 
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to jeopardize his relations with dis- 
tributors. His actions must be based 
on expediency and not on the merits 
of case in question. This cost money. 
It adds just so much more to the cost 
of doing business and must finally be 
reflected in the manufacturer’s selling 
prices, the wholesaler’s selling prices, 
and ultimately the consumer has to 
pay somewhere for the very abuse he 
made. If such occasions were infre- 
quent the loss could be absorbed, but 
such is not the case. When a dealer 
is known to be an “easy mark” for 
returned goods he very quickly gets 
more than his share of claims. I 
have heard dealers confess that they 
have paid out in their own money 
two and three times the amount of 
their total sales on certain items, be- 
lieving that “it was service” to re- 
fund on demand. Until inventory 
time they did not realize what had 
happened. 


— HA — 


A “money cheerfully refunded” 
policy properly controlled can be a 
very good factor in building a retail 
store’s good will, but when such an 
offer is abused with a demand for a 
refund or exchange on merchandise 
ten years old such customers are prob- 
ably not worth having. Their good 
will after all must produce in a 
course of years some profit to the 
store. The best way to prevent the 
returned goods evil is a time limit on 
refunds or exchanges. From 10 days 
to two weeks should be ample for the 
fellow who just changes his mind. 
A claim of inferior workmanship or 
material should certainly be made 
within 30 to 90 days on most goods, 
with the possibility of a one-year 
guarantee on high unit of sale mer- 
chandise, such as electric washers, 
vacuum cleaners and refrigeration. 
For the run of the mill, over the 
counter sales the shorter period is 
adequate. 


— HA — 


Let us remember that exchanges 
and refunds cost money all along the 





i 
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distribution line. There’s the cost of 
handling as well as the cost of mer- 
chandise. It all adds to the cost of 
doing business. These are times 
when every effort must be bended 
toward decreasing distribution costs. 
A sensible, yet fair, replacement 
policy will help. 

Obviously intended to offset the in- 
roads of the Jap lamps, leading 
American manufacturers are produc- 
ing lamps to retail at 10 cents each. 
Their “light life” is estimated to be 
about 500 hours or just half that 
usually obtained with standard mazda 
lamps retailing at 20 cents. No par- 
ticular selling emphasis has been 
placed on the 10-cent lamp, but 
dealers requiring such an item to 
meet local conditions are able to ob- 
tain the line. I have seen these 
lamps in a few hardware stores, but 
believe many will wish to continue to 
concentrate on the better value, 20- 
cent lamp. The 10-cent lamp will 
probably have its greatest distribu- 
tion through chain and racket stores 
which would otherwise buy foreign 
lamps, perhaps of inferior quality. 
This move by American producers 
helps keep this money for American 
wages. 


HA-—— 





In this issue, John Sell of Pitts- 
burg, Kan., tells a simple story of 
working harder to accomplish more. 
He has increased—sales 25 per cent; 
advertising 33 per cent; net profits 
rate 14 of 1 per cent; salaries to 
employees 4 per cent; and has in- 
creased his store staff from 12 to 18. 
It is refreshing to read this man’s 
human story. Nothing spectacular, 
mostly hard work and long hours but 
all intelligently directed. Read this 
story and see what you can do. 
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ware store for increased sell- 


This 


ing. 


how to properly light open 
display tables. 


By D. W. ATWATER* 


HAT the use of open top 
counters is recognized as a 
mark of good retailing, is 
by no means the end of the story 
of medern merchandising. Neat 
and attractive arrangement of 
the products must be maintained 
in order to impress the prospect. 
Related merchandise should be 
placed on the same counter to 
suggest other purchases. Of 
still greater importance is to 
make the merchandise easy to 
see and to understand. That is 
the underlying function of dis- 
play lighting. 
Before even considering illu- 
mination for open top tables make 





*Westinghouse Lamp Company. 


Located opposite the wrapping counter 
and cash register, this open top counter 
in Smith’s Hardware Store, Upper 
Montclair, New Jersey, with its extra 
illumination from a 250 watt spotlight 
concealed on top of wall case, serves as 
an effective reminder to customers as 
they turn to leave the store. 


Another in the series of articles 
dealing with lighting the hard- 


installment tells 









Upper—Appearance of 7 ft. open top counter illuminated from general 
lighted with reflectors de- 
Reflectors are mounted each 2 ft. from the ends 
Light 22 in. above displays. 


lighting units only. 


signed for this purpose. 
and are equipped with 60 watt Mazda lamps. 


sure there is a good installation 
of general lighting in the store. 
Symmetrically placed inclosing 
globes, as pointed out in an 
earlier article, will produce 
evenly distributed illumination 
over the table tops, frequently 
termed the selling plane. Some 


locations, perhaps the garden 
tool department in the spring- 
time, produce more sales under 
special lighting. Local lighting, 
or light brought down to the sell- 
ing plane, answers this function. 


Lower—Same counter as 











Special lighting, in drawing 
attention to a particular depart- 
ment, helps to rid your stock of 
slow movers. Bargain sales, to 
accomplish the same end, receive 
added impetus when singled out 
with effective local lighting. 
Located just inside the entrance 
and made more conspicuous 
with special lighting, a bargain 
table will seldom fail to catch 
the attention of customers as 
they step inside the store. 

Individual lighting for every 
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open top table is not generally 
recommended for use in hardware 
stores. The more common prac- 
tice has local lighting only on 
one or two tables, perhaps one 
near the door, or one used espe- 
cially for bargain sales. One 
such table might advantageously 
be placed near the cash register, 
where customers will see it as 
they await change or turn around 
after completing a purchase. 

The principal function of local 
lighting is to produce high in- 
tensity —sometimes color—on 
the selling plane, thus lending 
fuller attractive power to the 
merchandise. In this application, 
the light should spread evenly 
over the entire table and nowhere 
else, least of all into the cus- 
tomers face! 


Methods of Local Lighting 


Effective local lighting for 
open top tables may be produced 
with three types of equipment; 
(1) individual reflectors; (2) a 
single elongated reflector, and 
(3) with a spotlight. 

Individual reflectors are usu- 
ally attached to the back of the 
table by conduit or pipe so that 
the light sources are suspended 
over the merchandise. A long 
rectangular lighting fixture sus- 
pended lengthwise over the table 
will illuminate the entire dis- 
play. At the same time it may 
also serve as a sign to identify 
the products on that particular 
table or to carry an advertising 
message. Another effective meth- 
od for illuminating the table top 
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Home made lighting 
unit for open top 
counter has three 40 
watt Mazda lamps 
spaced 1% ft. apart 
and 2% ft. above the 
display. Boosting the 
light on this counter 
makes it the center of 
attraction in the store 
and helps to move the 
garden tools and sea- 
sonable merchandise. 








is with a spotlight projecting a 
light beam from its position on 
a nearby wall or wall case. 
Prismatic glass plates, flush with 
the ceiling, and covering re- 
cessed light sources, provide an 
ideal and inconspicuous method 
for directing light down onto 
open displays, especially where 
ceilings are low, say 12 feet or 
less. 

With cost as the first consider- 
ation, the use of individual re- 
flectors is perhaps the best all- 
around method for lighting open 
top tables. Generally supported 
on rigid arms, they should rise 
from the rear of the table to a 
height of about two feet above 
the displays. Equipped with 40 
or 60 watt Mazda lamps, they 
should be spaced two to three 
feet apart. On the standard 7 
ft. table, two reflectors with 60 
watt lamps, spaced 2 ft. from 
either end, give good light dis- 
tribution while boosting the sell- 
ing appeal of the merchandise. 

Home made fixtures are some 
times suitable for open top 














tables. One practical design is 
a rectangular trough running 
the length of the counter and 
supported by vertical members 
which rest on both ends of the 
table. Equipped with 40 watt 
lamps spaced 15 to 18 inches 
apart, and painted white inside, 
such a reflector will provide ade- 
quate uniform illumination over 
the entire table. Glass or some 
translucent material on the front 
and back of this fixture can func- 
tion as effective illuminated 
signs. 

Spotlights suitable for table 
lighting, are available in a va- 
riety of styles and sizes. One 
style of a small theatrical spot- 
light can be adjusted to project 
a spot of any desired shape over 
any desired area, up to certain 
limits of course. Lighting the 
entire table, however, is perhaps 
best accomplished by using the 
ordinary window spotlight 
equipped with a 250 watt Mazda 
lamp. A spotlight can be at- 
tached to the wall or the top of 
a nearby wall case, just so the 
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light is not projected more than 
10 to 15 feet, else the effective- 
ness of the illumination would 
be lost. If the table to be lighted 
is in the front of the store, the 
spotlight can be supported in the 
window, where, when not di- 
rected to a window display, can 
be reversed to illuminate a table. 
In spotlight illumination it is 
well to have the light source 
concealed so that the customer 
will not become more interested 
in the light source than the mer- 
chandise. 

The ideal of all methods for 
directing light to open tup tables 
consists of prismatic glass plates 
placed flush with the ceiling, 
covering a_ recessed reflector. 
This type of light source is most 
easily installed when the build- 
ing is under construction, but 
can be installed in a store with 
false ceilings. Where construc- 
tion does not permit, prismatic 
lenses can be mounted on shal- 
low boxes and attached to the 
ceiling. The prismatic plates 
confine all the light to a definite 
area, which in the hardware 
store would be the counter top. 


Floor Level Displays 


The majority of open top 
tables used in modern retailing 
are designed also with a display 


In the model store of the Michigan Re- 
tail Hardware Association an open top 
counter in center of the floor is lighted 
with prismatic plates placed flush with 
ceiling, covering a recessed lighting unit. 


Left—Floor level displays of this counter are lost in the shadow resulting from the overhead 
lighting and the counter top. Right—Installing 25 watt lamps on 2 ft. spacings changes the 
entire setting of this display, placing it on a par with the counter top in customer appeal. 


area at the floor level. In hard- 
ware stores these display areas 
are used principally for products 
of large description, generally 
too large for neat display on the 
table top. Yet, without some 
form of lighting for these dis- 
plays at the floor level the ap- 
peal of the merchandise is lost, 
even though such merchandise is 
easier to distinguish. 

In brightness, lighting for the 
floor level displays is not ex- 
pected to equal that on top of 
the table. In fact, it is not really 
necessary, since the products 
usually displayed below, such as 
galvanized iron cans, waste 
paper baskets, buckets, door 
mats and sprinkler cans, are 
large and easily discernible. 

Satisfactory lighting for the 
floor level displays is possible 
with 25 or 40 watt standard 


lamps mounted under the edge 
of the tables on 24 to 30 inch 
spacings. The ample space under- 
neath the table top, permits 
the use of standard instead of 
tubular lamps. The reflector 
equipment therefore should be 
deep enough to shield the light 
sources. Individual reflectors 
for each lamp or a vertical strip 
along the front edge will conceal 
the lamps and at the same time 
distribute the light more evenly. 


The Power of Motion 


In all phases of local lighting 
for open top tables, effectiveness 
can usually be increased with 
moving light. Alone, or in com- 
bination with color, motion lends 
a variety to the lighting and by 
making the self-selling appeal 
more powerful, is more likely 
to attract the attention of cus- 
tomers. 

On the open top table, lighted 
with individual reflectors, mo- 
tion may be obtained simply by 
the use of flasher buttons. Alter- 
nate units may be arranged to 
flash off and on together. Light- 
ing for the floor level displays 
can be controlled in the same 
manner. If, however, the table 
is lighted with a single spotlight, 
a flasher system is not inadvis- 
able, since then the table would 
be dark half the time. A single 


(Continued on page 47) 
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A window display that “Brings ’Em Back Alive” 








When the Circus Cancelled Boulder, Colo., Dates 


We Hela Our Own Circus 


er twice published the fact that 

no circuses would visit the town 
this year. The Valentine Hardware 
Store, which is always putting on 
demonstrations and novel stunts, took 
advantage of this and came out with 
an announcement that a Circus and 
Menagerie would be in Boulder for 
the Fourth of July holidays. 

Advertisements were put in the 
paper and our big 30 ft. window was 
fixed up with canvas as a big top. 
Bars made from strips of black crepe 
paper made a realistic big cage of the 
window; flaring signs were pasted on 
the glass, the floor covered with 
straw and a collection of truly re- 
markable beasts and birds, con- 
structed from hardware merchandise, 
were herded into the window. 

The descriptive cards that were 
placed with each exhibit made it a 
great success. Many of these animals 
and cards were of local interest only, 
but from 8 o’clock Saturday morning 
until 9.30 that night there was never 
less than twenty to thirty people look- 
ing at it and at some times the crowd 
was two or three deep. In fact, it was 
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the biggest crowd that ever assembled 
around the Valentine Hardware Store. 

Circus flares were placed on the 
sidewalk at street intersections of the 
block after dark and these helped at- 
tract and gave the show color. 

The cost was very little, the animals 
were all built from stock merchan- 
dise; the cards, without which the 
menagerie would have not had half 
the “kick” to it. 

The following is a list of animals, 
the hardware used in their construc- 
tion and the text of the descriptive 
cards of each specimen: 

1. Man-eating Tiger from Manila. 

This savage feline is of retiring 
habits and right now you can see 
very little of him. However, this 
is as much as you often see in any 
menagerie. 

A cage with a piece of Manila 
rope painted to represent a Tiger’s 
tail hanging out between the bars. 
2. Odorless Goat from Hygiene (a 

village near Boulder). 


By a special process known only 
to ourselves, all impurities, odors 
and harsh irritants have been re- 
moved. 

Do you inhale? Also small 
card “Quick, Henry the Flit.’ 

A goat constructed from an axe 
covered with mops for a body, tin 
spray pumps for legs, brush for 

, beard, knife for horns, clothes pins 
for ears, and butter spade for tail. 
3. Water Cobra from Silver Lake 

District. (Boulder’s water supply.) 

This useful domesticated reptile 
is often abused and overworked by 
many Boulder residents. “Feeding 
hours 6-8 a.m. 5-7 p.m. daily.” 
Garden Hose, twin spray nozzle for 
head, Hose mender for tail. 

4. Tinned-horn Rhinoceros from 
White Rocks. 

This unwieldy brute is very nea:- 
sighted and charges at the slightest 
provocation but like us, prefers 
cash, 

A milk can for body, bellows for 
head, sheet tin horns, wire brush 
for tail, pipe nipples and reducers 

(Continued on page 35) 
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HARDWARE AGE 
ADVERTISING 
SERVICE 










HARDWARE AGE 


ADVERTISING SERVICE 


By SAMUEL KALP 


-— HOW TO USE 


The illustrations, layouts and ads supplied with this service are especially 
planned to help every hardware store make its advertising more practi 
and effective by the liberal use of human interest illustrations. Copy is 
always supplied in so far as it is practical for use by all of our clients. 

The description and pricing of the items must necessarily be left to the in- 
dividual store in most cases. In writing the descriptions to give to your 
printer with the supplied ad layout, keep in mind that brief, to the point 
descriptions are the most effective. The style, size, colors, unusual features 
or special economies effected by the use of the item should be given. 
If greatly reduced, it is sometimes desirable to show former as well as 
reduced price. If any question arises concerning the use of these ads, write 
us. You'll find us willing to help you sell more hardware at all times. 


HOW TO ORDER ~ - 


If you have local stereotyping facilities, request the complete sets of mats 
of all the advertising illustrations on these two pages, inclosing your check for 
$1.25. If you need mpunted cuts order them by number given under each cut, 
listing the numbers in a column. Figure the charge of 35c. for each cut 
when less than ten cuts are ordered; when ordering ten cuts or more figure 
the charge at 30c. for each cut ordered. Inclose check with order, please— 
this saves bookkeeping of small amounts, Send all orders to 






























X-1 


ELECTRIC 
HEATERS 


An outstanding heater at this 
price. Wide cast iron base. 
Bowl (—) inches in diameter 
with a chromium plated reflec- 
tor—positively will not rust or 
tarnish—removable screw type 
long life element—adjustable re- 
flector. 


YOUR STORE NAME 


HARDWARE AGE ADVERTISING SERVICE 
239 W. 39th St. New York City 


(All Ads Are Planned Six Weeks in Advance to Give You Ample 
Time to Order Illustrations) 
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It pays in the long run to buy our durable quality 
roofing even if its first cost is a few cents more. 
It will give years of satisfactory wear and service. 
The Best roofing values we’ve seen yet at our 


K em mee prices. 
. This layout is for a Asphalt Roofing Composition 
VENTILATORS regular Government Our finest roofing—well satu- Roofing 
Postal Card. Just rated and heavily coated with | 4 low priced roofing made of 


X-2 add the additional select asphalt—108 sq. ft. + eae We Fm — 
type matter and roli—galvanized nails an where long wear is not needed, 
asphalt cement included. roll covers (——) sq. feet. 





hand this layout 
with cuts to your 








plenty of fresh air in 
your home but be protected from 
drafts. These sturdy, all metal, 
louvre style ventilators keep out 
the rain and snow and deflect 


Enjoy 


the air currents upward, pre- 
venting drafts. Attractive olive 
green enamel finish. Height 
(—) adjustable to (—) inches. 


YOUR STORE NAME 








local printer. 
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Asbestos Roof 
Coating 


Stops leaks and preserves roof 


Roof Coating 


A fine protective covering for 
all felt and prepared roofings 

















—for use on metal, composi- 
tion and built up gravel roofs. at a very low price. Covering 
Covering capacity (——) capacity ( ) 
Eaves Trough Conductor 
Galvanized steel—seamless 10 Strainers 
foot lengths. Gauge ( % wal" —- steel —_ 
é prevent leaves and other 
girth inches ( ), price per obstructions from getting into 
foot—). and stopping up conductor pipe. 


YOUR STORE NAME 
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Tie Up Your Advertising and Promotions 


HARDWARE AGE 
ADVERTISING 


With the Quality Campaigns Now in Progress! 





«Electrical 
Conveniences 


Electrical conveniences that take the drudgery out of housework. At 
(store name) you'll find the best in Quality that assures years of 
wear at FAIR Prices. 


Electric Iron Electric Hot | Electric Heater 

‘a. —.. yn Plate Splendid heater. Adjust- 

A Made of steel with black able (—) reflector with 

Automatic heat control— baked enamel finish—6 guard. Screw ty le- 

complete with heel rest, in. porcelain burner py glee A glee 

non-burn handle, cord | plate, complete with cord | ™ent. Complete with 

and plug. and plug. cord and plug. 

Waffle Irons of Quality Vacuum 
Cleaner 


$9.00 


An excellent quali- 
ty revolving brush 
type vacuum clean- 
er that will last a 
lifetime with rea- 
Chromium plated —— never sonable care. 

ments "perfect heat distribution, Full | Come in today for 
( ) in. cast aluminum grids. 


YOUR STORE 








a demonstration. 
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Fair Prices 


Considering our high quality, 
our prices are low, in keeping 
with 1932 production costs. 


* Quality Fixtures 


Your home is often judged by 
its lighting fixtures. (Store 
Name) sells only new, modern 
and correctly styled fixtures. 





1 Lt. Wall 
Bracket 


Cast aluminum 
bracket with 
switch, antique 
gold finish. Large 
back plate. 


5 Lt. Ceiling 
Fixture 
of cast alumi- 


num—antique gold 
finish—size ( ) 


2 Lt. Wall 
Bracket 


Designed and fin- 
ished to ensemble 
with our other fix- 
tures. Size—. 


Kitchen Light 


Sanitary, washable, 
of high grade por- 
celain ( ) inch 
glass. 





Table Lamps 


A truly smart collection 


Floor Lamps 5 Light Drop 


A large group of stun- A very distinctive 5 

ning new floor lamps in light candle drop fixture 4 ge — — 
i 3 ; ll switch, Width “dg oe 

a wide variety of de with pu 2 pensive as they really 

signs. Special. (—) inch, are. 


YOUR STORE NAME 








iza)\ 
INN 


[fF 





X-10 


Bathroom Supplies 


Modern, quality fixtures in the bath- 
room are a good investment. They 
add greatly to the appearance and 
value of your home. 


Come to (store name). Compare our 
Values! 


(List Bathroom Items 
with Prices) 


YOUR STORE NAME 






































(M GOING TO TELL 
‘STORE NAME HERE 


TO SEND A MAN TO LOOK OVER 
THE FURNACE, IT 15 NO USE BURN~ 
ING UP COAL WITHOUT GETTING HEX 











Wise Homemakers Are Hav- 
ing Their Furnace Put in 


Order 


Now is the time—don’t wait un- 
til you’ve caught a severe cold 
and wasted half your winter’s 
supply of coal. We're experts 
in furnace repairing and heat- 
ing problems. Let’s talk it over 
—We will save you money. 


YOUR STORE NAME 









































AUGUST 18, 1932 









27 











How to Use Last Year’s Records as a 


Guide to 


Next Year’s Profits 


ERCHANDISING highly sea- 
M sonable merchandise is 

either very profitable or 
very unprofitable. It seems to be 
one extreme or the other. Styles 
and customs change almost over 
night. New substitutes completely 
upset what seemed to be a well estab- 
lished line. Some chain store may 
make a loss leader out of nationally 
advertised product and you are forced 
to meet the price or start all over 
again with a new brand. These are 
the things that require considerable 
thought, and certain decisions must be 
made. 

There are certain fundamental rules 
to be followed in merchandising, but 
to apply these rules you must first 
have facts. The facts you need in 
most cases are facts of your own busi- 
ness. You are interested in what 
your customers want, not what the 
average of what the entire country 
wants. 


Make Your Records Work 
for You 


In merchandising highly season- 
able lines records of your past ex- 
perience are the best guide. No com- 
plicated lot of red tape and graphic 
charts but just plain ordinary stock 
records. There are ever so many 
forms that are good. Any form that 
shows the stock on hand and stock 
purchased is sufficient. During the 
selling season the stock should be 
counted at frequent intervals to show 
the progress made. 

A stock record properly kept is a 
most interesting study. You can read 
so much between the lines that it is 
like solving a thrilling detective mys- 
tery. Stock records are most com- 
monly used in making purchases for 
immediate needs. If you would use 
them to a better advantage try read- 
ing between the lines. 

At the end of a season list the quan- 
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By CHAS. J. CRAWFORD 


Manager, Barrett Hardware Co. 
Joliet, Ill. 


tity of each item sold in a column 
next to the quantity on hand. Ask 
yourself the following questions and 
while your season’s experience is still 
fresh in your mind make some notes 
for the merchandising of that line the 
next season. 


Ask Yourself 


1. Was the initial shipment on hand 
at the proper date? 

2. How many times were you en- 
tirely out of merchandise before 
reordering during the season? 

3. What was the best selling size? 

4, What was the best selling price? 

5. Should any of the poor selling 
sizes be lowered to the next price 
level? 

6. On what size and price was the 
most competition? 

7. Was the merchandise given prop- 
er display? 

8. Was the advertising what it 
should have been? 


The following‘memorandum from 
my 1931 files is a good illustration 
of what is valuable information to 
guide us on 1932 lawn mower plans. 
The sizes, quantities and prices are 
not actual, the idea is the important 
thing, use your own figures. 

“From records of the past season it 








Charles J. Crawford 


is plain to be seen that too many sizes 
of mowers were carried in stock. For 
the coming season we should stock the 
following sizes, at the retail prices 
shown. The quantities shown are the 
total amount to be on hand at the be- 
ginning of the season, any mowers on 
hand at the time of placing the spring 
order are to be deducted from these 
quantities. 


- Quan- 
Width Bearing Blades Retail tity 

i, 14in. Plain 3 $5.45 10 
2, 16 Ball 4 7.45 10 
a 16 Ball 4 8.95 20 
4. 16 Ball 4 10.95 25 
> 18 Ball 4 11.95 10 
6 % Ball 5 15.75 4 
as 18 Ball 5 Was 8 
. oe Ball 5 19.75 2 


| 


“The numbers 1, 2, and 3 are to 
meet cheap competition. The num- 
ber 4 is the best value and the one to 
recommend. Sixty per cent of last 
years sales were 16 inch which is the 
size t6 sell in most cases. Mowers 
will be put on display April 1 in the 
rear of the store. Take stock every 
fifteen days until July 1. On May | 
bring the display to the front of the 
store. Advertise in April and May. 
Watch the stock closely in June. 
Place your efforts on the numbers of 
which there is the largest quantity. 
In some cases it may be advisable to 
reduce slow sellers to the next lower 
price if that size is sold out. Bear in 
mind that any mowers on hand at 
July 1 are a liability. Display mow- 
ers on top of the regular tables and 
use a stub handle one foot long. Tack 
a good price card to the handle, show 
name, size and price of the mower. 
By using a stub handle, samples will 
not be sold and the display will al- 
ways be complete.” 
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All Development Must Come 
Out of PROFIT 


NE of my visitors re- 
QO marked that there was 

at least one good thing 
about the depression, we were 
now “getting the truth.” I have 
thought a good deal about this 
remark, but the trouble with the 
truth is that it hurts. 

Along with other things in the 
United States a lot of “blah” is 
being squeezed out of business. 
In prosperous times considerable 
dead weight can be carried, but 
in times such as we have had 
dead weight has been thrown 
overboard to save the ship. The 
remark is attributed to Henry 
Ford when he cut his office force 
in half that a lot of the statistical 
reports his old office force turned 
in “were interesting, but they 
were not profitable.” 


There is no doubt a very decided 
turn in the thinking of merchants, 
large and small, from volume to 
profits. We pass through eras. The 
idea of great volume being a very 
desirable thing, because it reduces 
costs, is passing away. It has been 
discovered that we can have no per- 
manent prosperity without real prof- 
its, regardless of volume. 

Another very interesting thing has 
happened in business, I refer to the 
appointment of former Secretary of 
Commerce Lamont, to be the “Czar” 
of the steel industry. Mr. Forbes, the 
publisher in New York, has recently 
written a very interesting story on 
the reason for this new office. In 
the days of Judge Gary, the judge 
by the force of his character backed 
by the steel corporation was able to 
keep the industry in line. After 
the death of Judge Gary a number 
of the steel concerns gathered the 
volume idea. Along with this idea 
came the cutting of prices. The cut- 
ting of prices spread in a vicious 
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circle and soon there was no money 
in the steel business. Staple goods 
in the steel line, bought by hardware 
merchants, have actually been sold at 
less than the cost of production. 
The job of former Secretary of 
Commerce Lamont, will be to bring 
some of these steel manufacturers 
to their senses. The losses incurred 
by some of these steel makers have 
put them in a proper state of mind 
to accept advice. Constant losses 
have reduced the size of their heads. 

There are some of the simplest 
principles of business that do not 
seem to be grasped either by leading 
businessmen, or by our government 
representatives and officials. One 
of these principles is that all develop- 
meit, in every industry, has and 
must come out of the profits. With- 
out profits development comes to a 
standstill. After awhile when the 
business does not break even and 
there are losses, then instead of hav- 
ing a standstill in that business we 
see retrogression. 


Out of Profit 


The general thinking about insti- 
tutions and men who make and ac- 
cumulate money is almost childish. 
You would think that these men and 
institutions lock up their money in 
strong boxes, or bury it in the 
ground. As a matter of fact they 
do what they have always done. Al- 
most invariably a surplus business, 
or individual profit has led to de- 
velopments of one kind or another. 
If there is a surplus in business 
personnel, buildings, machinery and 
equipment are all brought up to a 
high state of efficiency. Departments 
of research are established. The 
world is scoured in the hunt for im- 
provements in the line of goods. 
Businesses running on a profitable 
basis realize the necessity of con- 
stant research in the field of ideas, 
selling, advertising, mechanics, chem- 
istry and other means of developing 
the business. When the profits of a 


business disappear then all this de- 
velopment work disappears with the 
profits. Development work is the 
first to go when bad times come. 

Take the case of an individual, 
when as a result of his efforts, he 
has a surplus profit. First of all 
he builds a satisfactory home. He 
buys automobiles. He travels. All 
of these things lead to work and 
profits for others. When this in- 
dividual reaches a point where he 
can barely scrape together enough 
for necessities of life he does no 
building. The old automobile must 
last another year. There is no trav- 
eling. 

All these things are so simple that 
it seems almost unnecessary to write 
about them. Everybody, if they wilR 
stop and think, will realize these- 
facts. They will realize the es-. 
sential point that all development, 
all extra comforts and all generosity 
and the doing of business on a broad 
and liberal basis with the public and 
with employees is based on there 
being a sufficient net profit on the 
sales. Nevertheless, regardless of 
these apparent facts, how quickly 
proprietors of a business, or sales 
managers will authorize a cut price. 
Frequently these cut prices are made 
without careful investigation, simply 
on a basis of some rumor. Some 
account may be taken away. They 
will not stand for it. They will 
cut the price first. So the price is 
cut. Probably a new account is 
taken. Then there are retaliatory 
cuts in prices. The price war is 
on and prices are utterly demora- 
lized. The price cutting starts a 
vicious circle that continues around 
and around. Then what has hap- 
pened? The dividends of the com- 
panies have been passed. The 
stockholders have suffered. The 
price of stocks have gone down. The. 
executive force of the business is not: 
only reduced, but those who remaim 


have had their salaries cut. Sales-- 
men’s salaries are cut. Employees” 
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salaries are cut and all this as a 
result, very largely indeed, of just 
a state of mind. 

This article in a sense is a con- 
tinuation of my last article, and that 
article I concluded by saying that 
the sale of cheap and unprofitable 
goods in this country had been very 
much over done. I said that the 
buyers and salesmen were in a large 
measure responsible for this condi- 
tion, so I have been asked to write 
this article mainly on the subject 
of what the salesmen can do to in- 
crease the sales of higher priced and 
more profitable goods. 


A Place for Each 


In the old days, say 25 or 30 
years ago, we had cheap goods just 
as we have cheap goods now. I 
can remember in the line of cutlery 
not only selling Rogers and Wosten- 
holm and American brands of high 
grade cutlery, but also selling what 
were known as “cheap German” 
goods. Every retailer carried not 
only high grade goods, but he also 
carried some of the cheap goods. 
In the trade there was a place for 
each, but in the past few years both 
the retail dealers and the salesmen 
have been shell shocked with the 
idea of selling cheap, showy, trashy 
goods and little else. Taking a 
pocket knife for example, the ques- 
tion was not how good is the knife 
actually, but how good does the 
knife look for the money? Certain 
manufacturers helped along the trend 
of the times by making pocket 
knives simply to “look good.” I have 
seen these knives that upon casual 
inspection did look pretty good, but 
when you could take another knife 
and gently pry off the scales of these 
knives they are not so good. These 
scales instead of being rivetted on 
have simply been glued or cemented 


to the handle of the knife. Sup- 
posedly steel blades have been 
nothing but “pot” metal. Neverthe- 


less this “pot” metal had a mirror 
finish. I speak of cutlery just as an 
illustration. I might refer to a hun- 
dred other lines that have been de- 
moralized in the same manner. 
Once I asked a very successful 
cutlery salesman to give me a rule 
for selling good cutlery. His an- 
swer was brief; it was: “Know ’em 
and show ’em.” When it comes to sel- 
ling high grade goods this is proba- 
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bly the law and the prophets. First, 
a salesman must known the points 
of high grade goods. Then he must 
talk these points, but above all 
things he must show samples and 
make comparisons. He must use his 
arguments to influence the retail 
dealer against this five and ten cent 
store merchandising era. If this 
cheap class of merchandise is to be 
sold at the expense of all the quality 
lines, then the retail dealer might 
as well say goodbye to his volume 
of sales and profits, and the sales- 
man selling the retailer might just 
as well say goodbye to any hopes 
of getting a good salary again. 
Cheap goods at low prices do not 
pay dividends to jobbers. They do 
not pay profits to retailers and they 
do not pay good salaries to sales- 
men. 

In the old days with low tariffs 
we imported and sold a certain quan- 
tity of cheap stuff, but never in the 
history of the American hardware 
business has there been such quan- 
tities of cheap goods as dumped on 
the market in the past few years. 
This notwithstanding our high tariffs 
on these lines of goods. In a large 
measure this condition is due to the 
automobile. Keeping up automo- 
biles has absorbed the incomes of 
families. After paying for their 
automobile and paying for gasoline 
and upkeep they have had no extra 
money to buy good goods. Since 
the coming of the automobile the 
traveling salesman is figuring on 
speed. He is in too much of a hurry 
to talk to dealers and instruct their 
clerks on the quality of goods. He 
wants quick sales and a quick get 
away. My advice to the traveling 
salesman, if he wishes to increase 
the volume of his sales and profits, 
is to travel slower. Don’t be in such 
a hurry. Talk quality and try and 
turn the minds of -your customers 
away from an era of cheap, showy, 
poor quality goods. 


On Legislators 


Recently, a former successful mer- 
chant, who is now retired, wrote on 
the subject of present railroad con- 
ditions: “This country has never 
been prosperous,” said he, “except- 
ing when the railroads were prosper- 
ous. What kind of fool legislation, 
when it is thought that the country 
will progress and develop when the 








railroads are legislated into a con- 
dition where even with the best 
management it is impossible for them 
to make profits?” To quote further 
from his letter: “The trouble with 
Washington is we have a lot of ca- 
reer politicians who started out as 
young lawyers. Then they landed in 
politics and devoted the rest of their 
lives to trying to get and hold gov- 
ernment jobs. Very few of them 
have ever had any actual experience 
in an executive capacity. Recently 
I had a talk with a well known leg- 
islator. It was surprising how, little 
he knew, about the fundamentals of 
business. He laughingly admits he 
cannot even take care of his own 
personal affairs. When it comes to 
business matters he is almost a child. 
Still this man is in Washington leg- 
islating for the biggest business in 


the world (the U. S. A.).” 
Money Makes the World Go 


“There is one idea that most of our 
legislators never seem to have 
grasped and that is that progress and 
development in business, and every- 
thing else, must come out of profits. 
You know, as well as I do, if a busi- 
ness barely earns a dividend and if 
it does not build up any surplus 
that business cannot be developed. 
Development in any business takes 
money and spare money only comes 
from extra profits. Of course, the 
same thing is true of an individual. 
I have observed among my friends 
and contemporaries that those who 
spent everything they made, coming 
out at the end of the year just about 
even, have never had any surplus to 
take advantage of opportunities. 
Men of this kind have never accumu- 
lated anything and, of course, they 
never developed anything. 

What a debt this country owes to 
those men in the present and the 
past who have worked hard, saved 
their money, accumulated capital and 
then used this capital to develop the 
country. But this idea does not 
seem to penetrate the legislative 
mind. The whole formula of this 
state of mind seems to boil down to 
this, if a man accumulates nothing, 
if he just keeps one jump ahead of 
the sheriff, if the wolf is always at 
his door, if he has no money to buy 
anything, either for himself or his 
family, then a man of this kind must 


(Continued on page 45) 
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This traveling display van 
is equipped to demonstrate 
the line for the benefit of 
dealers handling the line. 
At the foot of the page is 
a view of the interior. 





HARRY E. YOUNG 
who has charge of the 


commercial _ refrigera- 

tion sales for F. P. May 

Hardware Co., Wash- 
ington, D. C. 


HE F. P. MAY HARD- 
WARE CO., of Washing- 
ton,-D. C.,- has divided its 
electrical refrigeration sales 
effort into two parts—commer- 
cial and domestic. Wholesalers 
will be interested in the May 
plan of helping their dealers pro- 
mote refrigeration sales. Deal- 
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They Distribute Electric 


Refrigerators as a 
Regular Hardware Line 


by J. A. WARREN 
Associate Editor, Hardware Age 


ers will likewise be interested in 
these ideas which have promoted 
business. 

It is the policy of the F. P. 
May Hardware Co. to handle 
the refrigeration department as 
a separate part of their own busi- 
ness. Vice-President, Leo C. 
May believes this is a proper 
policy due to the special tech- 
nical knowledge required and 
the large investment necessary to 
properly sell and service com- 
mercial refrigeration equipment. 
The company does not retail 
domestic equipment but has -a 
complete sales promotion plan 
to assist retailers who have taken 
agencies for the domestic refrig- 
eration line distributed by May. 


This assistance includes advertis- 
ing, demonstrations, advice on 
financing, etc. 

The F. P. May Hardware Co. 
maintains a Traveling Display- 
or, a large motor van in which 
refrigerator 
Special 


several domestic 
models are displayed. 
wiring is installed so the refriger- 
ators can be operated and dem- 
onstrated in the van. A radio 
is installed in the truck to pro- 
vide entertainment features and 
attention. The van is taken to 
the dealer’s store and, at their 
joint discretion, is placed across 
the street or some nearby loca- 
tion, where there is traffic. The 
radio is tuned in and the public 
invited to inspect the refrigerat- 
ors on display. At night flood 


lights are trained on the display 
(Continued on page 46) 
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The Hardware Age Window 


Display Suggestions 


[) oe recent months peo- 
acquainted with their 


ple have become better 


The delicatessen shops 


aren’t doing so, well because 
housewives have come back to 
earth and are now interested in 
canning and cooking wholesome 





food eeonomically. These win- 
dows will help to remind them that 
your hardware store offers many 
kitchen needs. 

They are interestingly arranged 
and, tied up with appropriate ads 
and store displays, they will add 
volume to your business and new 
customers too. The window at the 
left comes from Sullivan-Freeman 
Hardware Co., Greenville, S. C. 

The original window sugges- 
tions again use the HARDWARE 
AcE interchangeable display units 
which may be built in your own 
workshop. A sheet of instruc- 
tions is sent to any retail hard- 
ware merchant for the asking. 
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When School Opens, Bill Hishon’s Text Books Bring 


$1,000 Cash Sales in One Day 


3500 people come to Hishon’s, Calumet City, Ind., 
twice a year for school books—First school week’s 
rush requires police help to regulate store traffic. 


HEN day school opens 
in Calumet City, Ind., 
Bill Hishon’s hardware 


store becomes the busiest place in 
town. On that day, usually the 
Monday after Labor Day, Bill 
can count on $750 to $1,000 in 
cash sales of school text books. 
The traffic of children and their 
parents becomes so heavy that 
entire first week, the police have 
to keep the cash customers in 
line most of the time. He has 
the only agency for the official 
primary school books in that 
town of 15,000. Six years ago 
the local school board asked him 
to render this community service 
for one school. A year later they 
gave him a district; now he han- 
dles all the books for the 
primary grades, in the city’s four 
schools. 

Although school book agencies 
usually go begging, Bill Hishon is 
mighty glad that he has one. By 
actual count he finds this single activ- 
ity brings an approximate 3500 peo- 
ple into his store at least twice every 
year, At the opening of each semi- 
annual term in September and Feb- 
ruary, children who have been pro- 
moted require a change in books. 
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With an average group of 2000 
youngsters of primary age coming to 
Hishons twice a year for eight years 
he has also the opportunity to build 





Bill Hishon, proprietor of 
Hishon’s Calumet City Hard- 
ware Co., Calumet City, Ind., 
and a past president of the 
Chicago Retail Hardware As- 
sociation. Calumet City is 
just 20 miles from the Chi- 
cago Loop district. 


for future customers. Most of these 
children will grow up and live in 
Calumet City. As they grow older 
their needs from Hishon’s stocks in- 
crease and normally their ability to 
buy thenr also improves. He has 
easily the best kind of prestige with 
these youngsters because of the care- 


ful and thoughtful attention he gives 
them during their school days which 
they will always remember. 

“Fhe State sets the retail price on 
new text books,” says Bill Hishon, 
“and the margin is rather small, but 
your actual investment is turned over 
fast—twice a year. My permanent 
stock stands me about $300. At the 
opening of the September and Feb- 
ruary seasons the investment in books 
is about $2,000, but in a week or ten 
days I find my stock down to $300 
on which I operate for six months. 
Experience has taught me that if I 
take one fifth of the promotion list 
and order new books on that basis I 
am about-right, for one in five buys 
new books in this town. 

“Although I took the complete 
primary agency mostly as an adver- 
tising stunt and because the school 
board asked me to, I am actually 
making good profits through the ex- 
change and resales I can make on 
four-fifths of the books. The books 
when new sell from 15 cents to $2.25 
each. Those selling from 50 cents to 
$2.25 I will take back as partial pay- 
ment on next term’s books. If the 
child is graduating I pay cash. 

“On a book that sold originally for 
$1, used one term, I allow 35 cents to 
40 cents depending upon the condi- 
tion. The book is cleaned up with a 
common eraser and resold for 50 to 
60 cents, again depending upon the 
condition. This proportion is main- 
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tained through out the line. Often a 
set of books may be sold two or three 
times using this example as the guide. 
If I take back a $1 book at 40 cents I 
resell it at 60 cents. If it is in con- 
dition for further resale, I rate it as 
a 60 cent book the second time and 
would allow 20 to 25 cents and resell 
for 30 to 35 cents. In a very short 
time I was able to gage values. 
“Last September our opening days 
sale of school books was $800, the 
second day $500 the third day $300 
and at least $200 a day for the re- 
maining two weeks—all in cash. 
September, 1931, sales were more 
than $3,600 to this group, with the 
average sale about $5. Larger families 
averaged $15 to $18 and we have 
plenty of large families in this town. 
“About 80 per cent of our custom- 
ers call for a refund or exchange at 
the close of each term. Most books 
last two full years or four terms. Both 
parents and children know we swap 
in their books and with present con- 
ditions our second hand book busi- 
ness is very active. Our school book 
customers know that the State of In- 
diana fixes the sale prices, know we 
have the sole agency as a service to 
Calumet City and are told there is 
little or no profit, so they never ask 
for credit. For some of the very poor 
families the school board makes the 
purchases on requisition. This of 
course, is billed to the school board, 
but they pay on presentation of the 


receipted voucher, so such orders are 
as good as cash. In fact my annual 
sales of janitor equipment, towels, 
soap, hardware, mops, etc., to the 
school board runs about $1,200 a year 
per school and I get only a part of 
the business. That was my main 
original reason for accepting the book 
agency. Now I am glad to have it. 
Its a great store traffic builder. 

“When the term opens the kids also 
need pencils, note books, erasers, 
ink, pens, etc. With a stock invest- 
ment of only $50 for these supplies 
my cash sales will run $500 a term, 
business absolutely directly connected 
with the twice a year visits for text 
books. 


Display and Stock 


“A space directly behind our cash 
register 7 feet wide and 7 feet high 
with rows of plain wooden shelves 
takes care of our all year supply of 
both text books and supplies. The 
first two weeks of each term we de- 
vote two open top tables to this pur- 
pose and keep one of our men busy 
all day long, erasing old names, ex- 
changing books and handling sales. 
The text books are prescribed by the 
State Board of Education. I keep in 
close touch with this body as well as 
the local board, watching for possible 


changes in the book list. There are a 
few but as my stock are always low it 
is not serious. 

Since talking with Bill Hishon 
about handling school text books and 
related school supplies plus the sale 
of equipment which all schools re- 
quire we have learned some interest- 
ing facts about the text book end. In 
a majority of towns it appears difficult 
for the school board to get proper 
agency arrangements. The children 
grow up to be adult customers for all 
lines in the store. With proper treat- 
ment they are bound to develop in 
eight years (two calls a year at least) 
an affection for the store. If Bill 
Hishon in a town of 15,000 popula- 
tion can with a text book agency 
bring 3500 people into his store at 
least twice a year it’s a good proposi- 
tion without any margin and it’s all 
cash business. Bill is now checking 
his records to see the actual amount 
of additional sales that come to the 
store through these guaranteed con- 
tacts. In an offhand way he has ob- 
served many people buying hardware, 
paints and housewares after complet- 
ing a book transaction but has never 
made an actual count. Also he has 
recognized some new customers every 
year as being parents who had come 
in originally for books. 

A school text book agency presents 
a fine opportunity for hardware deal- 
ers to add one more business building 
possibility.—C. J. H. 








for legs, pair of spectacles on nose. 
5. White Elephant from Hyderabad. 

We have several more inside that 
we would like to sell at reduced 
prices. 

This is the identical elephant on 
which Gandhi made his triumphant 
entry into India. 

Ash can for body, tub for head, 
pie tin ears, stake knife tusks, fume 
pipe trunk, masons line tail, pipe 
fittings for feet and legs, mystic 
mitts for head and back covering, 
bird cage for howdah. H. P. nuts 
in bowl for food, chain around leg, 
memory book on easel. Card, 
“Hold your Horses.” 

6. Panners Shidepoke or Sluice 
Buzzard. 

(A takeoff on the many Placer 
miners in the district.) 

A hardy and optimistic bird to 
be found pecking away at the dirt 
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Our Own Circus 


(Continued from page 25) 


in most of the gulches near Boulder. 

Gold pan for body, skillet for 
head, fuse around neck, feather 
duster tail, handled picks for legs. 
7. Repeal Hound from the Demo- 

cratic Kennels. 

This breed of dogs is being 
trained to catch votes. 

Stone Pig for body, wood spigot 
for head, corkscrew for tail, corks 
for legs, rubber tube for chain, 
stone jar for kennel, bottle caps. 
8.C. & S. Woodchuck. Habitat 

Boulder, Colorado. 

Unlike most of its kind this noisy 
little animal which used to whistle 
but now honks has only one en- 
trance to its burrow. 


(The Colorado and Southern 
railroad has just torn up its circle 
track through Boulder and trains 
now back in and out of the Depot.) 

Cocoa door mat for body, foot- 
ball for head, weeders for feet, iron 
handles for front feet. 

9. Homer Pigeon or Pitcher Foul, 
captured near 9th and Water, Boulder. 

This game bird which is of noc- 
turnal habits is very hard to hit. 

(Homer Pennock a local fireman, 
hero pitcher of the soft ball leagues 
of night baseball at 9th & Water.) 

Baseball mitt and scythe for 
head, red suspenders on_ body, 
whisk broom tail, baseball bats and 
mitts for legs and feet, two play- 
ground balls (as eggs) in a nest of 
hay at the birds feet. 

Other cards were placed about the 
window. “Do not feed the Animals.” 

“Dangerous,” Etc. 















































Executive 
Changes, Meet- —O, pee hd 
ings, Current \ébhibe- tied 
Events in the 
Trade Manufacturers 
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BALTIMORE DEALERS VALENTINE CO. NAMES 
HOLD ANNUAL OUTING DIVISION SALES HEADS 
IMPORTANT 


The thirteenth annual summer 
outing of the Baltimore Retail 
Hardware Association, Baltimore, 
Md., was held July 27 at Crystal 
Beach, and was attended by 113 
members and guests. Mr. and 
Mrs. Eric Edstrand, PASHA, 
Philadelphia, Pa., and H. J. 
Moehlman, director, convention 
bureau, Baltimore Association of 
Commerce, were guests. Mr. 
Moehlman spoke about the com- 
ing hardware show to be held in 
Baltimore next February. 

Swimming, bowling, a baseball 
game between dealers and sales- 
men and other sporting events 
took place, the salesmen winning 
the ball game. [Ernest Johan- 
nessen, president of the organiza- 
tion, headed the outing commit- 
tee. He was assisted by vice- 
president Carroll D. Rudolph, 
secretary C. J. Ritterhoff, treas- 
urer George F. Schumann, 
Charles Sehrt, A. William Zim- 
merman, Donald Jenkins, Benja- 
min Young and Joseph Rosen- 
dale. 

51 YEARS IN BUSINESS, 

TO BUILD NEW STORE 


Kellermann, Inc., Cumberland, 
Wis., hardware dealers, will build 
a modern one-story structure in 
place of the building which has 
housed the business for the past 
51 years. Until the new build- 
ing is completed the Kellermann 
store will be operated in the 
Cotone Building, two doors south 
of the old store. 

A. H. Kellermann, founder of 
the business, recently celebrated 
his seventy-seventh birthday. He 
still spends much of his time in 
the store, doing a large part of 
the work in the tinsmith shop of 
the store. 


NEW MODEL STORE 
FOR CHICAGO ASSN. 


J. C. Amis, secretary, the Chi- 
cago Retail Hardware Associa- 
tion, 1416 Merchandise Mart, 
Chicago, IIl., has 2anounced that 
the association is installing in its 
quarters a complete new model 
store. The new fixtures and 
equipment were designed and 
manufactured by the Duluth 
Show Case Co., Duluth, Minn. 
This is the association’s second 
model store. 











GEORGE E. GARLAND 


GARLAND, 50 YEARS IN 
HARDWARE BUSINESS 


George E. Garland, secretary, 
Townley Metal & Hardware Co., 
Kansas City, Mo., wholesale dis- 
tributors, has been in the hard- 
ware business fifty years. Mr. 
Garland entered business as a 
Clerk in the McGregor Hard- 
ware Co., Springfield, Mo. From 
there he went to the Indian Ter- 
ritory with the Turner Hardware 
Co., Muskogee, where he was 
both buyer and salesman. 

Thirty-one years ago he joined 
the Townley company, when that 
organization added a_ builders’ 
hardware department. At that 
time he placed with the eastern 
manufacturers the original shelf 
hardware orders which put the 
Townley company in the general 
hardware business. Before that 
time they were principally han- 
dlers of sheet metal products. 





HAS NEW MANAGER 


The Dakota Hardware Store, 
Minot, N. D., is now managed by 
Robert Fylken, who succeeded 
Nap LaFleur, manager of the 
store since its opening ten years 
ago. Mr. LaFleur sold his inter- 
est in the store. 





CLAREMORE, OKLA. 
CHANGE 


The h-~dware firm of J. T. Wil- 
son & Son, Claremore, Okla., has 
moved to larger quarters on 
North Missouri Avenue, in a 
building which has just been re- 
modeled for the firm’s use. The 
store is operated by Land and 
W. E. Wilson, brothers. 





Valentine & Co., New York 
City, manufacturers of Valspar 
finish:s, has announced the ap- 
pointment of Frank B. Connolly 
as manager of its western trade 
sales division, with offices at 20 
N. Wacker Drive, Chicago, II]. 
W. R. Poole his been named as 
manager of the company’s east- 
ern trade sales division, with 
headquarters at 386 Fourth Ave., 
New York City. 

Mr. Connolly has been with the 
organization for 15 years, being 
successively a salesman, special 
representative in the automotive 
field and sales and promotion 
manager. He is well known in 
the territory of which he has just 
been given charge. Mr. Poole 
has been with the company for 
12 years, having started as a 


salesman in the southeastern ter- |. 


ritory, later being district sales 
manager for the South. 





SELLS SMYRNA HDW. 


W. P. Preer has sold the 
Smyrna Hardware Company, New 
Smyrna, Fla., to F. H. Howard, 
Sr., and F. H. Howard, Jr., own- 
ers of the Howard Hardware 
Store in Orange City, Fla., for 
the past five years. The Howards 
plan to move their stock in 
Orange City to the New Smyrna 
store, closing out the former 
business. 








TAX INFORMATION! 


Letters from readers re- 
garding the refund clause in 
the new sales taxes, indicate 
continued confusion on the 
subject. As the law now 
stands, a 1934 refund by 
the government will be made 
only on stocks of tires and 
tubes. The confusion arises, 
apparently, through a state- 
ment in a recent issue, that 
a broader scope of refunds 
may be effected before 1934. 
It must be definitely under- 
stood that this latter point 
is at present a _ possibility 
and not a fact. The existing 
law specifically limits the 
1934 refund, to tires and 
tubes.——The Editors. 











CASEY REPRESENTS 
STEVENS POINT MUTUAL 
COMPANIES IN CAL. 


“Charles H. ’Casey, for nine 
years manager-treasurer, Minne- 
sota and South Dakota Associa- 
tions, left for Beverly Hills, Cal., 
Aug. 1, where he will make his 
home. Mr. Casey is now repre- 
sentative in California for the 
Stevens Point Mutual Insurance 
Companies. 

OPENS NEW STORE 

K. }.. Rant and H. H. Bandling 
recently opened a hardware store 
in New Era, Ky. 





or both, 


not been paid. 





| WARNINC! 


Don’t Use Postal Cards for Dunning Customers 
Whose Bills Are Overdue 


Since the increase in the first class mail rate from 2 cents to 
3 cents per ounce, it has developed that a great many business 
organizations have resorted to the use of postal or post cards for 
the purpose of dunning their patrons for 

This has necessitated the issuance by the Solicitor of the Post 
Office Department of a warning to mail users that it is unlawful 
for anyone to deposit in the mails any postal or post card con- 
taining a dun for an over-due account or bearing any other kind 
of matter that might reflect on the character or conduct of the 
addressee. Upon conviction, there is a penalty for such use of not 
more than $5,000 or imprisonment for not more than five years, 


* However, there is nothing in the law that prevents the use of a 
postal or post card bearing a respectful request for the settle- 
ment of a current account or that gives notice that an account 
will be due, but such notice should not indicate that balances have 


It is also proper to send on cards such notices as a bill up to 
the time that an account is payable, but nothing should be sent 
out after that date indicating that the account is past due, unless 
it is enclosed in a sealed envelope at the full first class rate. 





deli * 
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MAYTAG OBSERVES 
HIS 75TH BIRTHDAY 


FE. £. Maytag, founder of The 
Maytag Co., Newton, Iowa, man- 
ufacturer of washing machines, 
observed on July 14 his seventy- 
fifth birthday at his summer 
home, Ceylon Court, Lake 
Geneva, Wis., in company with 
his son, E. H. Maytag, president 
of the company, and a few close 
friends. 

One of the chief events of his 
birthday was the releasing of 
more than $150,000 included in 
the special gift fund Mr. May- 
tag set aside five years ago, upon 
his seventieth birthday. At that 
time he placed deposits for more 
than 500 employees who had been 
with the company for three years 
or more, the deposits to be pay- 
able after five years. 





STAR BRUSH MFG. CO. 
MAKES FINAL PAYMENT 
TO ITS CREDITORS 


At a special meeting of the 
board of directors of the Star 
Brush Mfg. Co., Inc., Long Is- 
land City, held June 29 at the 
Hotel Bossert, Brooklyn, N. Y., 
Alexander Schumann, president 
of the company, was authorized 
to deliver to the creditors of the 
company final payment of 10 per 
cent, representing the balance of 
100 per cent plus interest, due 
the creditors under an extension 
agreement entered into in 1928. 
The company, which manufac- 
tures paint and varnish brushes, 
was organized in 1917 and at the 
end of 1927 found that it was 
temporarily unable to meet its 
obligations, due to conditions 
which unexpectedly arose that 
year. 

In 1928 the creditors author- 
ized Mr. Schumann to continue 
the operation of the business to 
pay creditors in full as soon as 
this could be done without af- 
fecting the position of the com- 
pany’s business, 





LAMSON & SESSIONS 
PROMOTE LADDS 
Herbert T. Ladds, 
manager of sales, Lamson & Ses- 
sions Co., makers of bolts and 


formerly 


related products, Cleveland, 
Ohio, has been appointed vice- 
president and general manager 
of the Lamson & Sessions Bolt 
Co., Birmingham, Ala., wholly 
owned subsidiary of the Cleve- 
land company, to succeed Fred 


H. Mohns, who will retire. The 
change became effective on 
July 25. 


Mr. Ladds was formerly vice- 
president and general manager of 
the .Maryland Bolt Co., Balti- 
more, Md., and in 1927 became 
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sales manager of the Lake Erie 
Bolt Co., Cleveland, Ohio, where 
he remained until this company 
was merged on Jan. 1, 1930, with 
the Lamson & Sessions Co. 





EVEREADY RADIO TUBE 
WINDOW DISPLAY 
CONTEST 


Prizes aggregating $5,000 are 
to be given by the National Car- 
bon Co., Inc., to winners in a 
Eveready Raytheon 4-Pillar Radio 
tube window display contest to 
be held this September. Awards 
will be made for the best win- 
dow displays of the company’s 
tubes, as shown by photographs 
submitted by contestants. Win- 
dow displays must be installed 
during the week of Sept. 25. 

The first awzrd will be $500; 





the second, $250, and the third 
will be $150. There will be 
twenty-five prizes of $50 each, 
fifty awards of $25 each and one 
hundred and sixty $10 prizes. 
Judges are: Maurice Clements, 
manager, Radio Retailing; Fred- 
erick L. Wertz, president, Win- 
dow Advertising, Inc., and Car! 
L. Bixby, editor, Advertising 
Display. Judging will be based 
upon attractiveness, selling force 
and neatness of display. 

Display material furnished by 
the National Carbon Co. must be 
used and photographs of the win- 
dows must be mailed to that com- 
pany not later than Oct. 15, 1932. 
Dealers interested in entering 
the contest are requested to com- 
municate with the sales promo- 
tion department, National Carbon 
Co., 30 East Forty-second Street, 
New York City, for full details. 





ANNUAL HARDWARE GOLF ASSN. TOURNA- 
MENT at EXCELSIOR SPRINGS, MO., SEPT. 15-17 


President Faeth Names Committees 


Preparations for the seventh 
annual tournament of the Hard- 
ware Golf Association, to be held 
at Excelsior Springs, Mo., Sept. 
15, 16 and 17, are now under 
way. President Edward 0. 
Faeth has appointed the follow- 
ing committees to prepare for the 
event: arrangement, tournament 
and handicap, prize, member- 
ship, publicity and nominating. 

W. F. Girard, Richards & 
Conover Hardware Co., Kansas 
City, Mo., is chairman of the 
arrangement committee, with 
Harold G. Starks, Richards-Wil- 
cox Mfg. Co., Kansas City, Mo., 
and Phil A. S yder, Yale & 
Towne Mfg. Co., Kansas City, 
Mo., as committee members. R. 
A. Sundvahl, 321 West Randolph 
Street, Chicago, IIl., secretary- 
treasurer of the association, 
heads the tournament and handi- 
cap committee. Other committee 
members are: J. K. Werner, 
Wyeth Hardware & Mfg. Co., St. 
Joseph, Mo.; A. R. Wright, Con- 
necticut Valley Mfg. Co., Center- 
brook, Conn.; H. H. Kuehlke, 
Richards & Conover Hardware 
Co., Kansas City, Mo.; H. W. 
Nutting, Pyrex Division, Corning 
Glass Co., Kansas City, Mo., and 
J. J. Wallace, Clemson Bros., 
Inc., Middletown, N. Y. 

The prize committee is headed 
by George H. Beaudin, Wiss 
Shear Co., Chicago, IIl., assisted 
by A. J. Eggleston, Richards-Wil- 
cox Mfg. Co., Aurora, IIl., and 
Ralph Irwin, Yale & Towne Mfg. 
Co., Chicago, Ill. G. B. Rich- 
ards, Richards & Conover Hard- 
ware Co., Kansas City, Mo., is 
chairman of the membership 
committee. Hi; committee mem- 





bers are: M. W. Baldwin, Rogers 
& Baldwin Hardware Co., Spring- 
field, Mo.; George E. Garland, 
Townley Metal & Hardware Co., 
Kansas City, Mo.; R. W. Harper, 
Harper & MclIntire Co., Ot- 
tumwa, Iowa; Frank Harwi, A. J. 
Ilarwi Hardware Co., Milwaukee, 
Wis.; G. E. Jennings, Wright & 
Wilhelmy, Omaha, Neb.; W. T. 
McNerney, Brown-Camp Hard- 
ware Co., Des Moines, Iowa; H. 
B. Mize, Blish, Mize & Silliman 
Hardware Co., Atchison, Kan.; 
W. C. Muir, Luthe Hardware 
Co., Des Moines, Iowa; John C. 
Pritzlaff, Pritzlaff Hardware Co., 
Milwaukee, Wis.; J. A. Warner, 
Wyeth Hardware & Mfg. Co., St. 
Joseph, Mo., and A. S. Williams, 
Paxton & Gallagher Co., Omaha. 

George H. Griffiths, general 
manager, Harpware Ace, New 
York City, is chairman of the 


publicity committee. Other com- 
mittee members are: P. R. 
Glenn, Hardware World, Chi- 


cago, Ill.; L. A. Lincoln, Hard- 
ware Trade Journal, Kansas City, 
Mo.; Hugh Riner, Hardware Re- 


.tailer, Indianapolis, Ind., and A. 


R. Matheny, Good Hardware. 
The nominating committee is 
headed by W. H. Fitch, Richards- 
Wilcox Mfg. Co., Aurora, Ill. He 
is assisted by G. B. Richards, 
Richards & Conover Hardware 
Co., Kansas City, Mo.; N. A. Glad- 
ding, E. C. Atkins Co., Indianap- 


olis, Ind.; H. B. Mize, Blish, 
Mize & Silliman Hardware Co., 
Atchison, Kan.; R. B. Jones, 


Clyde Cutlery Co., Clyde, Ohio; 
Harold S. Graham, John H. 
Graham Co, New York City, 
and J. A. Werner, Wyeth Hard 
ware & Mfg. Co., St. Joseph, Mo. 








HENRICKS & HOWELL 
GET ADDITIONAL LINES 


Henricks & Howell, 41 Murray 
St., New York City, manufac- 
turers’ representatives, have been 
appointed eastern representatives 
for the Collins Co., Collinsville, 
Conn., makers of axes, hatchets, 
bush hooks, machetes, etc., and 
for the Champion DeArment 
Tool Co., Meadville, Pa., makers 
of a complete line of hammers, 
farriers’ tools, Stillson wrenches, 
bolt clippers, chisels and 
punches. 


NORTON PIKE LINES 
WILL BE HANDLED 
BY BEHR-MANNING 

The Norton Co., 


Mass., which recently announced 


Worcest =r, 


the change of the name of the 
Pike Mfg. Co., Pike, N. H., to 
the Norton Pike Co., as 
nounced in the July 21, 1932, 
issue of HARDWARE AGE, states 
that after Sept. 1, the sale and 
distribution — of Pike 
products in the United States 
will be handled through the 
Behr-Manning Corp., which is 
affiliated with the Norton Co. 

No changes are being made in 
Norton Pike Co. manufacturing 
plants, their domestic sales de- 
partment and personnel being 
merged with that of Behr-Man- 
ning. Main sales headquarters 
will be transferred from Pike, 
N. H., to Troy, N. Y., where 
Behr-Manning Corp. has _fac- 
tories, laboratories and _ offices. 
Offices and warehouse stocks are 
located in: Boston, Mass., Buf- 
falo, N. Y., Chicago, Ill., Cin- 
cinnati, Ohio, Cleveland, Ohio, 
Detroit, Mich., Grand Rapids, 
Mich., High Point, Indianapolis, 
Ind., New York City, Philadel- 


an- 


Norton 


phia, Pa., St. Louis, Mo., San 
Francisco, Cal., and Tacoma, 
Wash. At present Norton Pike 


factory warehouse stocks are 
carried only in New York City, 
Dayton, Ohio, Los Angeles, Cal., 
and San Francisco, Cal. 

After Sept. 1 it is planned to 
rapidly put in stocks of Norton 
Pike products in Behr-Manning 
warehouses, thus permitting of 
some economies through com- 
bined shipments. The Behr- 
Manning organization has been 
affiliated with the Norton Co., 
for some time past. 


JOHN V. JOHNSON 


John V. Johnson, 72, Lafayette, 
Ind., a member of the firm of 
Johnson Hardware Co., died re- 
cently from the effects of an 
infected foot. 
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THE VALSPAR CORP. IN RECEIVERSHIP 





Holding Company Owning Capital Stock of Valentine & Co. 
Took This Action to Protect Assets—Valentine President, 
Co-Receiver—Does Not Affect Business Relations with Valen- 


tine Which Plans Aggressive Fall Merchandising Campaign | : 
| has been assistant sales manager 





On Aug. | 


the creditors of The Valspar Corp., a holding 


company, united to protect the corporation’s assets and to insure 


its continued business existence 


through a receivership in equity. 
Valspar Corp. owns all of the 
capital stocks of Valentine & Co., 
New York City, manufacturers of 
paints and varnishes; the Detroit 
Graphite Co., Detroit, Mich., and 
the Con-Ferro Paint & Varnish 





LAWRENCE PHILLIPS 


Co., St. Louis, Mo. It conducts 
no active merchandising business 
and merely serves as a holding 
company for the stocks of these 
companies, whose business ac- 
tivities are not affected by this 
action. 

With a view of continuing the 
present management of Valspar 
Corp., the court has appointed 
Lawrence Phillips, Valspar pres- 
ident, as co-receiver to conduct 
the corporation’s affairs. He will 
serve with Robert P. Robinson, 
who is the other co-receiver. 

In a statement to HarpWARE 
Acre, Mr. Phillips emphasized 
that Valentine & Co. had not 
been placed in receivership, that 
it is the intention of the receiv- 
ers that Valentine & Co. shall 
continue its operations and that 
no changes of selling personnel 
is contemplated. He said hard- 
ware dealers and others handling 
the Valentine products need not 
be concerned over the readjust- 
ment activities of the holding 
company, as their accounts and 
dealings are exclusively with Val- 
entine & Co. and not with The 
Valspar Co. Mr. Phillips is also 
president of Valentine & Co. 





FIRE DAMAGES STORE 
Fire recently damaged the 
hardware store of Grimes & 


Thompson, Sharpsburg, Ky. 
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MARYLAND INDEPENDENT 
MERCHANTS ORGANIZE 


Recently the Allied Inde- 
pendent Merchants of Maryland 
was formed, largely to act as a 
clearing house for independent 
merchants’ organizations and to 
work in their interest in legisla- 
tive and other matters. Ernest 
Johannessen, president, Baltimore 
Retail Hardware Association, 
acted as temporary chairman dur- 
ing two meetings for the organi- 
zation of the group. Officers of 
the association are: president, 
John E. Pohlhaus; vice-presi- 
dent, Mr. Johannessen; treasurer, 
Dr. Frank C. Purdum, and secre- 
tary, Harry W. Walker, secretary 
and manager, Independent Retail 
Grocers Association of Maryland. 

Organizations affliated with 
the new group include Baltimore 
Retail Hardwaie Association, In- 
dependent Retail Grocers Asso- 
ciation of Maryland, Maryland 
Pharmaceutical Association, In- 
dependent Gasoline Dealers As- 
sociation of Baltimore, Retail 
Meat Dealers Association, Fruit 
and Produce Dealers, Paint & 
Oil Club of Baltimore, Electrical 
Contractors of Maryland and the 
General Automotive Dealers As- 
sociation. Meetings will be held 
the last Thursday of each month. 





THEO. P. FLATO OPENS 
NEW BOSTON STORE 


Theodore P. Flato, formerly 
New England representative of 
Patterson Displays, Inc., and pre 
vious to that associated with his 
father’s store, Flato’s, Inc., 150 
Harvard Avenue, Boston, Mass., 
has opened the first of a contem- 
plated group of retail stores at 55 
Stuart Street, Boston, Mass. The 
firm name of the new establish- 
ment is Red Owl Stores, Inc., 
and automotive supplies, elec- 
trical and sporting goods, and 
paints are among the lines being 
featured by the new establish- 
ment. 


DUFF PHILA. SALES MGR. 
SHEET & TIN PLATE CO. 


Harry E. Duff, formerly Cleve- 
land district sales manager for 
the American Sheet & Tin Plate 
Co., Pittsburgh, Pa., has been 
promoted to sales manager of the 
company’s Philadelphia office, 


| succeeding R. W. Shannon, who 
has resigned. 





Mr. Duff has been in charge of 
the company’s Cleveland office 
for 20 years. His successor at 
the Cleveland office is B. J. Rich- 
ards, who, for a number of years, 


of the Cleveland office. The 


change became effective Aug. 1. 





CANADIAN WHOLESALERS 
MEET IN DIGBY, N. S. 


The Maritime Wholesale Hard- 
Association held 
its thirty- second annual con- 
vention at The Pines, Digby, 
N. S., Canada, July 4, 5 and 6. 
Special speakers at the annual 
meeting, July 6 were: J. A. Tay- 
lor, Canada Metal Works, Mon- 
treal, Que., and W. J. Lind, Glen- 
mont Rope Works, Toronto, Ont. 
President Robert M. _ Bostch, 
presided over the annual ban- 
quet. 

Officers for the coming year 
are: president, Col. R. B. Sim- 
monds, Halifax, N. S., and vice- 
president, Walter S. Emmerson 
of St. John. Executive members 
are: John Neill, 
N. S., Frank Sullivan, New Glas- 
gow, N. S., and Roy Calkin, 
Kentville, N. S. Sporting events 
included trap shooting and a golf 
tournament. 


ware Dealers’ 


HOUSE FURNISHING SHOW 
IN CHICAGO, JAN. 9-14 


Warren Edwards, secretary, 
National House ‘Furnishing 
Manufacturers Association, with 
offices in Room 1203, Builders 
Bldg., 228 N. La Salle St., Chi- 
cago, Ill., has announced that 
the sixth annual national house 
furnishing exhibit will be held 
in_Chicago, Ill, Jan. 9 to 14, 
1933, at the Stevens Hotel. Ap- 
plicatiéns for space are being 
received in larger numbers than 
in any previous year, at this 
time, and indications point to an 
unusually large number of new 
items to be shown for the first 
time at the 1933 show, Mr. 
Edwards reports. 

The 1933 show will be held 
on the same floors as formerly, 
with the addition of the fourth 
floor, on which there are four- 
teen rooms available for exhibits, 
ranging in size from 400 sq. ft. 
to 1316 sq. ft. Applications 
should be filed by Sept. 12. 

The annual show, originally 
sponsored by the National House 
Furnishing Buyers Club, has 
been officially endorsed by the 
club each year. Reduced rail- 
road rates have been secured by 
the club for its members to at- 
tend this meeting. 


l 
| 
| George T. Price, 





Fredericton, | 


PRICE, SALES DIRECTOR 
AMERICAN FORK & HOE 
vice-presi- 
dent, The American Fork & Hoe 
Co., Cleveland, Ohio, was made 
director of sales of that company, 


| succeeding E. W. McCarty, who 





GEORGE T. PRICE 


retired as vice-president in charge 
of sales because of his health. 
As director of sales Mr. Price 
will move his quarters from 
Charleston, W. Va., to the Cleve- 
| land, Ohio, office. 

At the age of fourteen Mr. 
Price became connected with the 
Kelly Axe & Tool Works, mov- 
ing with that business from 
Louisville, Ky., to Alexandria, 
Ind., and then to Charleston, 
W. Va. Mr. Price first worked 
in the factory, later taking up 
the selling end, to which he de- 
voted a good part of his time for 
the past thirty years. When the 
Kelly business was merged with 
The American Fork & Hoe Co. 
two years ago, W. C. Kelly be- 
came chairman of the board of 
the latter company, while Mr. 
Price became a_ vice-president 
and ‘rector of the company. At 
that time Mr. Price also became 
manager of the Kelly Axe & Tool 
Works Division of the American 
Fork & Hoe Co. 





JACKES-EVANS BUYS 
HEMP STOVE PIPE 
AND WOOD HEATER 


Stanley F. Jackes, vice-presi- 
dent, Jackes-Evans Mfg. Co., 
4400 N. Union Blvd., St. Louis, 
Mo., has announced the purchase 
from Hemp & Co., St. Louis, 
Mo., of all good-will and equip- 
ment pertaining to its stove pipe, 
elbow and _ heater _ business. 
Hemp & Co. b :nds will be con- 
tinued by the Jackes-Evans com- 
pany. Sand & Hulfish Co., Bal- 
timore, Md., have been retained 
by the Jackes-Evans orgunization 
as southeastern representatives. 

Hemp & Co. continue their 
lines of refrigerators, jugs, ovens 
and steel kitchen furniture. 
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Philip A. Myers Passes at 79 Years of Age; 
Was President, F. E. Myers & Bro. Co. 


Philip A. Myers, 79, president, 
F, E. Myers & Bro. Co., Ashland, 
Ohio, pump manufacturers, died 
Aug. 5 as the result of injuries 
received in an automobile acci- 
dent, Memorial Day, while he 
was on the way to a board meet- 
ing. As a boy he became inter- 
ested in the pump business that 
his older brother, F. E. Myers, 
started. Although his brother 
discouraged him from entering 
the pump business, he showed a 
keen interest in it. While still a 
boy he invented, in his spare 
time, a new type of pump, which 
the company started to manufac- 
ture. The demand was so great 
for the new pump that Philip 
joined the company to direct its 
manufacture. 

Although Mr. 


Myers spent 


much of his time at the factory, . 


he invented, in his spare time. 
various pieces of farm equip- 
ment. At the time of his death 
he held 150 patents, including 
machinery for lessening the labor 
of farmers. Upon the death of 
his brother several years ago he 
became president of the Myers 
organization. At the time of his 
death he was first vice-president, 
Faultless Rubber Co., Ashland, 
Ohio; director and _vice-presi- 
dent, First National Bank of 
Ashland; president, Chase Foun- 
dry & Mfg. Co., Columbus, Ohio; 
director, Union Trust Co., Cleve- 
land, Ohio, and a trustee of Ash- 
land College, Ashland, Ohio. 
His wife, a daughter and a 
son Guy Myers, who is active in 
direction of the company survive. 





LYMAN K. EDDY 


Lyman Kinsley Eddy, 84, of 
Jamaica Plain, Mass., died re- 
cently at his summer home at 
Portland, Me. For years he was 
connected with the business of 
his father, George W. Eddy, 
Waterford, N. Y., an inventor 
and producer of stoves, valves, 
etc. He later was a member of 
the firm of Austin & Eddy, Bos- 
ton, Mass., manufacturers of 
hardware specialties. 





JOHN E. FRENNING 


John Erasmus Frenning, for 
nearly forty years president, S. 
M. Howes Co., Boston, Mass., 
died recently, following several 
years of ill health. He first en- 
tered the stove business. Later 
he developed as a hobby the col- 
lection of antique fire iron pat- 
terns, building a fireplace busi- 
ness from his hobby. His son, 
John J. Frenning, succeeded him 
in the business. 
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| Col. W. R. Stauffer Dies 





Distinguished Citizen of New 
Orleans and Prominent Hard- 
ware Executive—Active in Busi- 
ness, Civic and Charity Work. 





Col. Walter R. Stauffer, 78, 
president of Stauffer, Eshleman 
& Co., New Orleans, La., whole- 
sale hardware firm, for the past 
19 years, died on Saturday, July 
30, following two weeks of ill- 
ness caused by the excessive 








COL. W. R. STAUFFER 


heat. His passing brings to a 
close a distinguished career as a 
wholesale hardware executive, as 
a worker for civic improvement 
and a loyal supporter of varied 
charity organizations. 

A native of New Orleans, he 
was educated at Mount St. 
Mary’s, Maryland; The Oratory, 
Birmingham, England, and Ford- 
ham University, New York City. 
Mr. Stauffer entered the firm of 
Stauffer, Eshleman & Co. in 1874 








and had been actively connected 


with that business until his 
death. Since 1904 he had been 
its president. 

Col. Stauffer was a member of 
the City Board of Liquidation for 
35 years; trustee of Tulane Uni- 
versity for more than 50 years; 
one of the founders and for 25 
years the president of the Eye, 
Ear, Nose and Throat Hospital. 
He organized the New Orleans 
Country Club and was its first 
president, and also belonged to 
the Boston Club and the Knights 
of Columbus. 

He is survived by his widow, 
three daughters, Mrs. Myrtle 
Schwartz, Mrs. Lewis Hardie and 
Mrs. John Mcelllhenny, and three 
sons, Richard T. Stauffer, Walter 
J. Stauffer and Wm. Stauffer. 

Hardware men attending fu- 
ture annual Southern Hardware 
Conventions will miss the oppor- 
tunity they provided for a visit to 
Col. Stauffer. Frequently they 
would meet him at Galatoir’s 
famous French restaurant, where 
he occasionally had _ breakfast 
with members of his family. 
Those associated with him in 
business, or in civic or charity 
activities, will sense a great loss 
in the passing of Col. Stauffer. 
He was a man known for chari- 
tableness and kindness and will 
be long remembered by a host 
of sincere friends. 


GEORGE S. SPENCE 


George Schall Spence, 62, 
treasurer, Supplee-Biddle Hard- 
ware Co., Pittsburgh, Pa., whole- 
sale hardware distributors, died 
Aug. 5, following a long illness. 
Mr. Spence began his hardware 
career at the age of 16 with 
Buehler Bonbright Hardware Co., 
which was later merged with the 








GEORGE 8S. SPENCE 


Supplee Hardware Co., of which 
he became treasurer about twen- 
ty years ago. When the Supplee 
company was merged with the 
Biddle Hardware Co., under its 
present name, he became treas- 
urer of the merged company. | 








R. F. BELL 
R. F. Bell, 62, Dallas, Tex., 
died Aug. 1 as the result of an 


appendicitis operation performed 


in July. He spent all of his 
life in the hardware business, 
was active in organizing the 


Texas Hardware Jobbers Asso- 
ciation and was its secretary for 
nineteen years. He was also ac- 
tive in the establishment of the 
Seaboard & Gulf Steamship Line 
in 1911-12. From 1912 to 1915 
he maintained an office at 320 
Broadway, New York City, han- 
dling all kinds of matters for 
the Texas Hardware Jobbers. 

In 1915 he joined the F. W. 
Heitmann Co., Houston, Tex., 
remaining with them until 1918, 
when the Texas Jobbers sent 
him to Washington, D. C., and 
New York City to handle spe- 
cial matters. In 1921 he went 
to Tampico, Mexico, for the Gulf 
Export & Transportation Co. and 
a number of American hardware 
manufacturers. In 1926 he re- 
turned to San Antonio, where he 
resided until his death. 

Mr. Bell’s father, R. E. Bell, 
who died in 1911 was one of the 
oldest hardware distributors west 
of the Mississippi. He was then 
doing business under the orig- 
inal name, R. E. Bell Hardware 
Co., in Weatherford, Tex., which 
business he had founded in 
1865. 

Dan M. Bell, San Antonio, 
Tex., manufacturers representa- 
tive is a son of R. F. Bell. 


GEORGE W. ROBESON 
George W. 
dent, Robeson Rochester Corp., 
Rochester, N. Y., cutlery and 
manufac- 


Robeson, _ presi- 


electrical appliance 
turers, died recently at the age 
of 62. He entered the hardware 
business as a boy, later joining 
the Robeson Cutlery Co., Elmira, 
N. Y.,° founded by his father. 
When his father established the 
Rochester Stamping Co. he went 
to Rochester in 1894 as vice- 
president of the firm, also serv- 
ing as treasurer of the cutlery 
branch of the business. With 
the merg*1g of the two concerns 
in 1922 under the name Robeson 
Rochester Corp., George W. 
Robeson became president of the 
company. 

Mr. Robeson was _ active 
civic affairs and was a director 
of the Rochester Trust & Safe 
Deposit Co. and the Lincoln- 
Alliance Bank & Trust Co. and 
a member of the Chamber of 
Commerce. 


in 
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A REGULAR FEATURE 
OF HARDWARE AGE 


How’s me Hardware Business? 


Mr. James interprets for 
hardware men, such basic 











Aug. 16, 1932. 
T this writing, the business pub- 
A lic is greatly heartened—if half 
incredulous—at the unexpect- 
edly sharp and sustained rise in se- 
curity prices, and the lesser, but re- 
lated, advances in grains, produce, cot- 
ton and other commodities. Even the 
conservatives hope that the famous 
“corner” is really being turned this 
time—and that a large part of these 
early August gains may be held. Yet 
no one doubts that reactions and re- 
cessions must still mark the expected 
forward movement of values and of 
production. It is too much to hope 
that the rising chart lines shall show 
no zigzags, and it is most desirable that 
careless speculation be at a minimum. 
Houses are in order, and unprece- 
dented efficiency reigns in most of the 
business world. Profits can be earned 
on any moderate recovery of volume. 
Many small businesses are earning 
profits now on a turnover which would 
have meant heavy losses in any past 
period. Most of the threats which 
overhung industry a few months ago 
have passed, but it will take watchful 
courage and industry—not the dan- 
gerous experiments of speculation—to 
win the rest of the way toward re- 
covery. 


Hardware Stocks Very Clean 


Hardware wholesalers are finishing 
their summer selling with seasonable 
stocks thoroughly cleaned out. Their 
ordering has been as conservative as 
the retailers’ buying, and the average 
wholesale stock probably shows now 
more shortages than surpluses, on 
strictly hot-weather sellers. 

Dealers, too, are certain to have a 
very small carry-over of summer items. 
Clearance sales have been numerous 
and drastic enough to insure clean 
stocks. This policy has opened the 
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way for freer forward buying, and to- 
day’s average retail order shows a 
growing, but conservative, percentage 
of items for the dealer’s fall selling. 
The slow downward trend of hardware 
prices, which has not yet halted, in- 
sures record low values in this line for 
the consumer during the next few 
months—perhaps the lowest prices of 
our generation. 


Steel Outlook Brighter 


The steel industry remains at a low 
level, with operations apparently no 
more than covering the minimum re- 
quirements of the country. Prices are 
steady, but with scant automobile pro- 
duction, and only a start toward rail- 
road and building replacements, little 
hope is held for a tonnage increase 
until fall. Better prospects then are 
partly based upon the expectations that 
the government relief program will be 
under way, with a consequent demand 
to come from many construction pro- 
jects, loans for which are now being 
considered at Washington. 

The price of steel scrap—a favorite 
barometer of steel activity—has recov- 
ered one dollar per ton from its re- 
cent all-time low of $8.50, at Pitts- 
burgh. 


Banking and Finance Matters 


Bank clearings made a gain much 
better than normal, for the week ended 
Aug. 3, totaling $5,077,912,000, com- 
pared with $3,687,391,000 in the prev- 
ious week. The sudden upturn in 
stocks and some commodity prices has 
brought back into circulation a large 
amount of hoarded money, and bank- 
ers report that the traffic to and from 
their safe deposit vaults has rapidly in- 
creased during recent weeks. An un- 
usual amount of actual currency has 
been used for private buying ventures, 
which had long been postponed. 
Strange to say, however, collections on 
the whole remain slow, with only here 
and there a mention of prompter pay- 
ments than a year ago. 


The Farmer and His Crops 


Drought and heat did less damage to 
the American grain crops during the 
month of July than was generally an- 
ticipated. A corn crop of approxi- 


mately 2,800,000,000 bushels is ex- 
pected, the largest since 1923, and com- 
pared with 2,558,000,000 bushels har- 
vested last year. An aggregate winter 
and spring wheat crop of 723,000,000 
bushels was indicated by Government 
reports, the figures being lowered in 
both instances compared with Govern- 
ment July returns. 

Estimates received by the Kansas 
City Federal Reserve Bank place the 
increase in valuation of crops in the 
hands of farmers in western Missouri, 
Kansas, Nebraska, Colorado, Wyoming, 
Oklahoma and northern New Mexico, 
at $400,000,000, since the current in- 
crease in commodity prices. The 
greatest gain was in live stock values, 
though prices of butter and eggs have 
reached new high levels for the year. 

The Southland is figuratively jingling 
new money on the strength of the sen- 
sational advance of Aug. 8 in cotton, 
to above 7 cents per pound, when the 
Government’s report indicating a yield 
of 11,306,000 bales proved about a 
million bales under expectations. This 
expected yield compares with 17,096,- 
000 bales in 1931, and with a ten-year 
average of 14,658,000 bales. The con- 
dition of the crop was 65.6 per cent 
against 74.9 per cent last year and a 
ten-year average at 66.4 per cent. 


Food Indexes Turn Upward 


Bradstreet’s weekly food index re- 
sumed its rise the first week of August, 
advancing 1.2 per cent to $1.74. Ad- 
vances were registered in seventeen 
commodities, fourteen declined and 
fifty-six remained unchanged. Food 
prices now stand at 5514 per cent of 
the 1928-1930 average—a_ startling 
change, and a boon to the expense 
budget of the city dweller, but sad 
news for the producer. 

Nearly a 7 per cent drop in the 
cost of living between December and 
June was reported recently in a labor 
department study of the expenses of 
workingmen. Living costs in June were 
6.9 per cent less than in last Decem- 
ber, 9.7 per cent below June, 1931, and 
4.7 per cent less than in 1917. Food 
costs dropped 12.4 per cent in this six 
months, clothing, 5.7 per cent; rents, 
10 per cent; fuel and light, 5 per cent; 
housefurnishings, 13.3, and _ miscel- 
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Remington, 
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HEN I opened a package that came by mail one time 
when I was traveling in Kansas, I found a heavy paste- 
board card, to which was wired various sizes of wire nails. In 
those days we were selling cut nails. I showed this card of 
wire nails to all of my customers. They thought they were 
“funny.” We never dreamed that the entire trade of the 
country would be changed in the course of time to wire nails. 
One day I opened my gun trunk when I was on the road, 
and found a new type of gun. It had no hammers. Sure, 
it did look “funny”! I showed it to a dealer. and he shook 
his head and remarked that you could not tell whether the 
darn thing was ready to go off or not. He didn’t believe it 
would sell. That safety slide didn’t look very safe. Then the 
farmer boys came in, looked at the new gun, passed it 
around and said:—“Ho, ho, here’s a ‘muley’ gun.” For 
those without agricultural experience, I will explain that a 
“muley” is a steer without horns. These hammerless guns 
had no horns. They were accepted on suspicion. A few 
samples were sold as curiosities. How little did we dream 
that the time would come when the hammerless guns would 
be practically the only kind of guns sold. 

Now comes another gun. The Remington machine-made 
Over-and-Under that retails for $82.50 including tax. Of 
course there have been over-and-under guns before, but they 
were high priced. Most were fitted by hand. Most were so 
complicated they would not work. They broke down easily. 
Remington is putting on the market a first-class dependable 
machine-made Over-and-Under gun that is guaranteed to 
shoot well, and is also guaranteed not to get out of order. 


When we stop to think of it, Remington have been making . 


Over-and-Under guns since before the Civil War. Way back 
in those days the company started to manufacture the double 
derringer, which is an over-and-under. These derringers 
have been on the market many years. They were the favorite 
vest-pocket jewelry of the old-time gamblers on the Missis- 
sippi River. The derringer was made for close work. It is 


It’s Funny. Ain't It? 


The new Remington Model 32 Over- 
and-Under, two-barrel shotgun 








The vest-pocket over- 
and-under made by 
Remington since be- 
fore the Civil War 






a funny little arm. It is even a funny caliber—.41 short— 
and the derringer cartridge also looks funny, like a big cart- 
ridge that was stunted in its growth. 

Funny too, about these derringers. They just keep on sell- 
ing. No one ever pushes the sale of the derringer. They sell 
themselves. Year after year, in good times and bad, when 
we look up the sales, just so many derringers have been sold. 
This also means that just so many .41 short rim fire cart- 
ridges are sold for the derringers. 

A dealer who really takes an interest in selling sporting 
goods should have a Remington derringer in his showcase, 
just as a curiosity. Curiosities sell. There are odd men who 
like odd things. It would not be a bad idea for a retail dealer 
who was interested in the sale of arms to write to his jobber 
for one of the new Remington Over-and-Under shotguns. 
If your jobber has a “carload coming”—write to us and we 
will enlighten you as to how a sample gun can be procured. 
It would not be a bad idea to be the first dealer in your town 
to have one of these guns. The boys who shoot would enjoy 
looking it over. It would attract attention in your show- 
window. Possibly, now and then you might sell one—who 
knows! At least, we are sure your chances of selling will 
be better if you have them on display. 

Maybe some of these days, like wire nails and hammerless 
guns, the Over-and-Under will become the most popular gun. 
It may outsell all the others. Now laugh that off! Funnier 
things than that have happened. 

At the Grand American, the new Remington Over-and- 
Under will be on exhibition at the Remington tent. It will 
not only be exhibited, it will be shot. It would be funny, 
wouldn’t it, if the Grand American were won by a Remington 
Over-and-Under using the green shell. That would be too 


much, on top of the winnings at i y 


Sea Girt and the winnings at 
Bisley. We could not stand it. President 


REMINGTON ARMS COMPANY, Inc., Originators of Kleanbore Ammunition 
BRIDGEPORT, CONNECTICUT 


Manufacturers of Arms, Ammunition and Cutlery 


© 1932 R. A. Co. 





The Greatest Value Ever Offered — The Remington Standard American Dollar Pocket Knife 
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laneous expenditures, 2.2 per cent. The 
average cost of living for the 1932 pe- 
riod was 20.3 per cent less than in 
June, 1929. 


Commodity Values Increase 


The Annalist weekly index of whole- 
sale commodity prices showed a fur- 
ther increase for the week ended Aug. 
2, rising 0.3 point to 92.5, compared 
with 1913 as 100. With the exception 
of the July 12 figure, this week’s index 
is the highest since February 2. The 
advance was fairly broad, foods and 
fuels showing the greatest increases, 
while farm products receded. 

Several of the staple metals have 
shown price strength recently—notably 
lead.- In the 30 days ending Aug. 8, 
lead had advanced 35 cents per 100 
lb., (about 124% per cent)—while tin 
rose above 22 cents per pound for the 
first time since early May. Copper 
stiffened a shade, and zinc went up 15 
cents per hundred, about 3 per cent, for 
the month. 


Recent News Gleanings 


Loading of revenue freight for the 
week ended on July 30 totaled 510,687 
cars, according to the American Rail- 
way Association. This was an increase 
of 9557 cars above the previous week, 
and the total was the best since June 18. 

The long downward trend in con- 
struction costs has finally reached bot- 
tom, according to the Engineering 
News-Record. The bottom poini uf the 
downswing was touched in June, 1932, 
when the building cost stood at 152.20, 
the lowest figure recorded in the last 
sixteen years. The July index figure 
advanced to 153.36, and in August the 
index has reached 156.80. In other 
words, the ordinary houses, judged by 
the cost of replacement, is worth about 
6 per cent more today than it was in 
June. 

The effect of the new $1,000,000,000 
tax bill was reflected for the first time 
in the treasury statement for Aug. 1, 
which showed miscellaneous internal 
revenue reported that day amounted to 
$2,631,125, as compared with $1,139,- 
500 for the same period last year. 

A survey by the United Press re- 
vealed a rise in the nation’s employ- 
ment totals for the last week in July. 
It showed that at least 36,000 had been 
reemployed in that week, while another 
2000 were definitely recalled, to start 
the following week. 

Sales of electric refrigerators for the 
first six months in the Ugited States 
totaled 594,910 units, compared with 
597,454 in the first half of 1931, accord- 
ing to the National Electric Light Asso- 
ciation. June sales were 156,720 units, 
against 119,761 in June, 1931. 
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Hardware Notes and Changes 


As one of the earliest price announce- 
ments for 1933, reduced lawn mower 
quotations have been issued by. some 
of the leading makers. The new prices 
are the lowest for many years, and on 
cheap mowers are said to be below the 
cost of production. It is understood 
that these low prices will not be ex- 
tended for the entire 1933 season. 


Prices are now being quoted for fall 
delivery on denatured alcohol, as an 
anti-freeze, on a basis sharply higher 
than last season. Distillers claim that 
the new prices are the minimum that 
can show a moderate profit, and that 
they will be maintained. 

Prepared roofing manufacturers have 
again issued price changes on roll roof- 
ings—this time a slight downward ad- 
justment partly cancelling the advances 
of last month. Strip shingles, by rea- 
son of patent expirations, are selling 
at a great decline from the prices rul- 
ing last spring—though not involved in 
this latest change. 


Orders are coming in more liberally 
from dealers on stove pipe, furnace 
pipe, elbows, coal hods and _ stove 
boards. Prices are well below 1931, 
and have remained fairly steady during 
the early selling for the coming season. 

Prices have been reduced again 
(about 10 per cent) on glass-cloth and 
other waxed cloth glass substitutes. 
These materials by reason of their 
low prices, are selling more freely on 
fall futures, than the woven-wire re- 
inforced fabrics, for poultry houses, 
hot-beds and cold frames. 

Lead shot was slow in following the 
lead market downward during the 
spring and early summer, and has 
therefore been slow in reflecting the 
recent higher lead prices. An advance 
of 5 cents per 100 lb. was announced 
Aug. 5, offsetting the last previous 5- 
cent drop. 

Solder and babbitt metals have in- 
creased in prices about 1 cent per 
pound above July figures, and there are 
bulletins of expected advance in the 
leading brands of acidcore solder. 





Money Available 


LEADING hardware executive, in 
a-bulletin to his sales force, strikes 
a note which, if heeded, can be of value 
to any merchant or manufacturer. 
After commenting on the better senti- 
ment already manifest, he says: 
“While I am not predicting a boom, 
I am prophesying that the early fall 
months will produce a much greater 
volume of business than we have had 
for several months. Results are going 
to be in direct proportion to the effort 
you make, and to the resourcefulness 
that you display in persuading your 
customers to adopt the means necessary 
to tempt people to buy the many hard- 
ware items which they so badly need. 
“A short time ago an editorial ap- 
peared in Collier’s magazine, in which 
attention was called to a number of 
facts. America’s mutual savings bank 
deposits are one billion 233 million dol- 
lars higher than they were at the peak 
of the boom three years ago. Total 
bank savings today exceed 29 billion 
dollars, equal to more than $1,000 for 


for Spending 


every family in the land. Savings de- 
positors number 52 million, nearly two 
per family. The number of Americans 
owning stock has increased almost 40 
per cent since 1929. The income of 
the American people comfortably ex- 
ceeds one billion dollars a week. There 
are still six or seven persons gainfully 
employed for every person idle. 

“Notwithstanding low farm prices, 
and unemployment in the _ industrial 
centers, there is still a lot of money to 
be spent, as evidenced by the foregoing 
figures, but this money is not being 
spent where merchants are discouraged 
and are doing nothing to attract the 
trade. It has been said that extremely 
low prices and advertising are the only 
means of urging an unwilling public 
to buy freely. If you cannot persuade 
your customers to use these means, 
they and you will not secure the busi- 
ness, but I maintain that there is a 
certain amount of business to be had 
in every locality regardless of local 
conditions.” 








Reproduction of 
a novel card sent 
out by Clemson 
Bros., Inc., Mid- 
dletown, N. Y. 


Clemson Bros., Fur. 





3t is with no regret that Wwe, the makers of 
“Star” Tungsten and Moly Hark Saws 

announce the passing away of 
The Depression 


This place in our organization will be filled immediately 


by Coustrurtive Optimiam 


Middletown, N. FY. 
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There Are Many 
Ways To Gain 
The Women’s Trade 


ND this trade is 

well worth hav- 
ing! Do you know 
that in some sections 
49% of the customers 
are women? How 
many of your custom- 
ers are women ? 


Items such as paint, 
varnish, lacquer, 
housefurnishings, 
kitchenware, electri- 
cal supplies, etc., all 
lend themselves to 
displays and sales 
ideas that willattract 
women to your store. 


Read the articles that 
frequently appear in 
HARDWARE AGE 
telling how mer- 
chants everywhere 
are gaining this de- 
sirable trade. 


Hardware Age 


239 West 39th St. New York City 
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Built Water Sys- 
tem for shallow 
wells. Capacities 
250 and 340 gallons 
per hour. Complete 
automatic control. 
Self-oiling,self-start- 
ing, self-stopping. 
Designed for. oper- 
ation with central 
. station electric cur- 
‘J rent, or farm light- 
ing plant. Econom- 
ical. Dependable. 


ee a ROR, 
5 * 


PRC: 


Self- Oiling 
WATER 
SYSTEMS 





| Our of our many 
6] years of experience 
in the developing and 
manufacturing of hand 
| and power pumps has 
come our complete 
a’ | line of engine and 
ny, | motor ,powered water | 
; | systems for home, | 
farm or factory. 

With dependable 
styles and sizes in a 
wide capacity range, 
there are few if any 
demands but what can 
be satisfactorily and 
profitably filled from 
the Myers Line. 

Our prices have been 
reduced. Many refine- 
- . ments have been, 
added. Our quality 











is of the same high 
standard. 











ASHLAND, OHIO 
PUMPS—WATER SYSTEMS—HAY TOOLS—DOOR HANGERS 


A Myers Quality. 
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KLEIN 
PLIERS 





QUALITY 


NY job requiring skill can 
be handled more easily, 
more satisfactorily and 

more quickly when the pliers 
are Kleins. “Since 1857,” 
Klein Pliers have been the 
standard for quality with 
master workmen and public 
utilities everywhere. It will 
pay you to carry Klein pliers 
in stock. Make a note on your 
want book and order from 
your jobber’s salesman sg 
next time he is in. 


Buy From Your Jobber 


ems AQ IL EN conse 


3200 BELMONT AVE., CHICAGO 
LESS ELIE 
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James A. Carroll Completes 50 Years 
With Simmons Hardware Co. 


IFTY years ago, Jimmy Carroll, 
F:- 18 years, was the private 

messenger for Col. E. C. Sim- 
mons then president of the great Sim- 
mons Hardware Co., St. Louis, Mo. 
Jimmy had flunked Greek, didn’t like 
it anyway and was determined to 
leave school and make an immediate 
start for a business career. With a 
short period as a Western Union mes- 
senger, which he also disliked, young 
Carroll joined the Simmons organiza- 
tion and has been there ever since. 

In that half century James A. Car- 
roll has witnessed intimately many 
changes that have taken place in the 
hardware industry. He loved it as a 
business then and still does. He saw 
many raw recruits come into the Sim- 
mons business, develop into important 
factors, go out of that organization, 
form their own companies and take 
charge of our largest factories. He 
has seen them pass along. His 
memories of the industry’s greatest 
leaders and his close friendships with 
them are his most cherished posses- 
sions. 

On August 2, 1932, the actual fifty 
year point in his association with 
Simmons, Mr. Carroll was properly 
the honored guest at a special lunch- 
eon of the St. Louis Advertising Club 
of which he has been a leading mem- 
ber many years. On that day tele- 
grams, phone messages, personal vis- 
its and letters poured in the congratu- 
lations of an army of friends. 

For nearly 43 years Jimmy Carroll 
has been in the catalog and printing 
department of Simmons, and since 
1889 has been in charge of this work. 
In the latter capacity, Mr. Carroll has 
easily been a leader, contributing 
many new ideas in hardware catalog 
compilation. It was he who super- 
vised the first complete Simmons 
catalog, said to have increased the 
firm’s business one million dollars. 
It was he who produced the first loose 
leaf hardware catalog. It was he who 
first matched paint color with print- 
er’s ink and used the now familiar 
paint chips as catalog samples. If 
not the first, he was certainly one of 
the first to provide price data in hard- 
ware catalogs. The Carroll Tie-Up 
band used by printers was his inven- 
tion. In the store equipment field, 





JAMES A. CARROLL 


Mr. Carroll had the privilege of 
working closely with the late J. D. 
Warren, former Simmons salesman 
and known in the industry as the 
founder of the fixture company bear- 
ing his name. 

At conventions and trade shows it 
was Jimmy Carroll who designed and 
planned the many innovations which 
characterized the Simmons displays. 
He used motion, color and brought 
out the best features of the merchan- 
dise he was featuring. Advertising 
must have come natural to Mr. Car- 
roll and he certainly contributed 
generously to the development of 
hardware advertising and hardware 
catalog development. 

James A. Carroll is third Simmons 
man to reach that goal. A. W. Doug- 
lass, known for his crop report com- 
pilations was the first Simmons fifty 
year man, having started there in 
1878. W. E. Scherr has second place 
with 53 years to his credit. He is still 
alive and active as a city salesman. 

Fifty years is a long time. To 
have been with one business organiza- 
tion half a century is a mark of dis- 
tinction. We congratulate Jimmy 
Carroll and wish him many more 
years of happiness, health and the 
same kind of usefulness that has been 
characteristic of his activities since he 
first went to work for Col. Simmons 


on Aug. 2, 1882. a> § 
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“This Sounds Like Hooey” 


(Continued from page 20) 


14 electric refrigerators and 13 
electric ranges—four of the 
latter being the highest priced 
made. 

We selected a medium priced 
electric washer and sold 18 in 
the first three months, besides 7 
high priced ones—a record for 
winter months in 1932. 

We attribute some of our suc- 
cess to an outsider. He is paid 
to tell us how we are getting 
along. He is an expert certified 
accountant. He is our father 
confessor. We tell him every- 
thing every night. He reduces 
it all to figures and at the end 
of the month shows us in col- 
umns what we did or didn’t 
do. He shows us at the end of 
the year where we are and why 
we are there. He gets paid for 
that and nothing else. He has 
many accounts like this and the 
cost of his services is not great 
for the service he renders. The 
Government never questions his 
figures when computing. our in- 
come tax. The county assessor 
doesn’t pry around to see if we 
have turned in a correct state- 
ment. Our auditor tells him. 
And our creditors, of whom 
there are plenty, feel safer when 
they see a statement signed by 
this certified accountant. We 


don’t wait a whole year or until 
annual inventory time to see 
whether we gained or lost. 

Some who read this will say 
“We do all that but do not show 
such gains.” If that is so it is 
because they are not willing to 
pay the price. During the World 
War we did without sugar to win 
the war. We didn’t feel too 
proud to wear a pair of Sunday 
shoes half soled, and we used 
newspapers to wrap hinges and 
nails. We are having a worse 
war right now, but we are too 
proud to apply the same meth- 
ods. But we can do it. We 
can work harder—go to our 
stores a little earlier and stay a 
little later. Don’t forget that 
your customer has a right to 
your services and that the best 
way to keep him is to give him 
everlasting “smiling service.” 

Our store is one of the un- 
kempt kind Mr. Soule wrote 
about recently when he com- 
pared it with a modern one. 
Some day when we get time, 
and the customers stay away 
long enough, we are going to 
remodel our store and make it 
up-to-date. But with the traffic 
we have we don’t see how we can 
stop long enough to make the 
change and give service. 





All Development Must Come Out of Profit 


o (Continued from page 30) 


be “ipso facto” a good upright and 
honest citizen. If, on the other hand, 
a man with energy and intelligence 
accumulates money, if he uses this 
money for developing the country 
then this man “ipso facto” must be 
a public enemy and he must be taxed 
out of business.” 

The above letter to me is inter- 
esting. It strikes me that there is 
a parallel between this kind of think- 
ing with a merchandise thinking that 
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believes prosperity will result from 
gathering and selling the poorest 
quality of goods at the lowest pos- 
sible prices. It is about time the 
country should wake up both in leg- 
islation and in merchandising. 

Thousands of traveling salesmen 
in this country in all lines if they 
will think out this problem and set 
to work to sell a better class of 
goods can do more than anything else 
to correct this situation. 








World’s 
Greatest Combination 
of Protective Features 


‘Secret 
KYO ARS 


BRASS CYLINDER 
PIN TUMBLER 


Laminated Steel Padlock 


(MASTER 


Net for Pack of Six 


Retails for only Ss]! 
Your Jobber has them~—ORDER NO .¥! 
MASTER LOCK CO., Milwauxee 


World’s Largest Padlock Ma tutacturers 


Miatsitet 


Laclloclss 


The only Genuine 1aminated 
case———it’s Parented/> 
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Sells on Sight—Fast! 


with this new attractive 4 color 
Counter Display "Card eeccccccevce 


KEEP WIRES OFF THE FLOOR 


fu ti (ecaree Pusxrip 
shiOs prec 








Order Yours Today 

Put this new attractive 4 color 
display card on your counter and 
watch men and women buy this 
handy Justrite Push-Clip for 
keeping radio, telephone and 
lamp wires off the floor. Clips 
packed in cellophane envelopes— 
8 clips in each envelope—sells for 
10 cents—card carries 36 envel- 
opes in following color assort- 
ment: White. Old Gold, Ivory, 
Dark Brown, Dark Red, Green— 
to match cord or woodwork. Only 

10 cent 


it sells! Write for attractive 








proposition—TODAY. 
JUSTRITE MFG. COMPANY 


2073-77 Southport Ave.,Chicago,Ill. * 








There’s a Mine 
of Information 


vitally-important 
facts, live merchan- 
dising ideas and 
sales-producing 
methods in HARD- 
WARE AGE. Make 
it.a habit to read 
your business paper 
regularly and thor- 
oughly. 
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They Distribute Refrigerators 


(Continued from page 31) 


truck. This form of advertising 
and display is not only a very 
helpful and strong selling force 
for the dealer but also a means 
of keeping alive his interest. 

Frequently vacant stores are 
utilized for staging refrigeration 
shows for the dealer. At present 
every section in every town has 
its vacant stores and usually one 
may be obtained in a dealer’s 
immediate neighborhood. If 
novelties, souvenirs or other 
give-aways are advertised, they 
are dispensed at the point of 
demonstration and not at the 
dealer’s store. 

This plan of souvenir distri- 
bution provides an opportunity 
to actually contact the prospect 
with the merchandise display. At 
the same time it permits sufficient 
conversation to obtain the pros- 
pect’s name and address, and 
makes it possible to determine 


| whether he is a likely prospect 
| and worthy of follow-up at a 


| 
| 
| 
| 





later date by the dealer direct. 
The price range to the con- 
sumer on the domestic line runs 


from $129.50 to $375. Within 


| a range of five miles, known as 


the delivery zone, three years 
service is available to dealers 
through May, whose service men 
are all factory trained. To the 
dealer outside the delivery zone 
refrigerators are shipped by 
freight and the service feature is 
not available. Such dealers are 
urged to have their own service 
men and are assisted in this 
training and operations by the 
wholesalers service staff. These 
dealers also enjoy a little better 
discount in lieu of the delivery 
and service. The dealer may 
send a likely man to May for 
complete training. 

The commercial department is 
under the supervision of Harry 
E. Young, a seasoned salesman. 


Three men devote all their time 
and effort to following up leads 
and getting new prospects. One 
man keeps in close contact with 
the managers of apartment 
houses, many of whom handle 
the management of _ several 
houses from one office. The other 
two men concentrate on firms 
selling display cabinets and 
store fixtures. As might be ex- 
pected, these latter contacts per- 
mit swapping of leads to mutual 
advantage. Store fixture sales- 
men know where and when re- 
frigeration is to be installed and 
frequently when a May salesman 
is working on a refrigeration 
lead he learns of contemplated 
fixture improvements which is a 
lead for the fixture men. A grad- 
uate engineer is in the May em- 
ploy to solve technical problems 
incident to commercial refriger- 
ation installation. Salesmen are 
on a salary and commission 
basis, furnish their own cars and 
are allowed $5 per week. 

A recent important installa- 
tion made by the commercial re- 
frigeration department was that 
of the equipment for the fashion- 
able Mayflower Hotel in the 
capital. This was a very com- 
plete job requiring exacting en- 
gineering skill and one of which 
Messrs. May and Young are very 
proud. This hotel figures in the 
news of the day because of its 
many distinguished guests among 
whom are: Vice-President Chas. 
F. Curtis, and his sister, Mrs. 
Dolly Gann; Secretary of the 
Navy, Ray L. Miller; Secretary 
of Agriculture A. M. Hyde; 
Frederick H. Payne, former 
president of the Greenfield Tap 
and Die Corp. and now Assistant 
Secretary of War; Senator J. 
Ham. Lewis, of Illinois; Con- 
gressman John Q. Tilson, and 
Congresswoman, Nellie T. Ross. 
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Open Book Merchandising 


(Continued from page 25) 


source of light is most effective 
when burning continuously. 


Using Color Lighting 


Color lighting, because it is 


of lower intensity, is easily 
“washed out” by the brighter 
overhead illumination in the 


store. Therefore, it should be 
used with care, perhaps only for 
glassware or for that class of 
merchandise which has polished 
metal surfaces since then the 
colored highlights result in a 
fascinating effect. 

Glassware, for example, lends 
itself to the effective use of color 
light. This class of merchandise 
might well be displayed on a 
plate of frosted glass which is 
illuminated underneath with 
solid blue, green, or red. The 
glassware would then appear to 
sparkle in color, and certainly 
command the admiration of the 
woman customer. 

Any group of polished prod- 
ucts, and that means much of the 
merchandise in hardware stores, 
can be effectively displayed 
under color lighting. Whether 
on the open top table or in a 
wall case, the mere interchange 
of the clear lamps with colored, 
or the use of color screens, will 
supply enough color lighting to 
produce the highlights. 

Used on an open top table 
alone, color lighting because of 
its lower intensity would not 
make the displays there stand 
out in contrast to the remainder 


of the store, while the general 
store illumination is in use. Yet, 
even in the brightly lighted store, 
color lighting on an open top 
table, would produce fascinating 
highlights on metal and glass 
products. Since color lighting 
requires more wattage than clear 
lighting, the merchant must 
remember to increase the size of 
his lamps from 20 to 40 watts 
when adopting color effects. 
One clever use of color light- 
ing is possible on a_ portable 
open top table. After closing 
hours such a table can be rolled 
up to the doorway where it is 
visible from the sidewalk. Illu- 
minated at night, it adds another 
show window to the store front. 
A spotlight mounted above the 
doorway or local lighting on the 
table supplies satisfactory illu- 
mination for such a stunt. As a 
background the dark store pro- 
vides a good contrasting effect 
and makes up in part for the 
lower intensity of color lighting. 
The one important point of 
all merchandise lighting in re- 
lation to open top table display 
is its flexibility. Whenever a 
merchant is pressed for an idea 
of obtaining merchandising va- 
riety, he can almost always look 
to lighting as a probable me- 
dium in answer to his demands. 


The next install- 

ment will deal 

with the subject of 
Electric Signs. 





NEW POSTAL GUIDE WILL CONTAIN VALUABLE MAILING LIST 


A mailing list, covering the greater part 
of the rural population of the country and 
available to all advertisers, newspapers and 
publications generally, will form a feature 
of the Annual Postal Guide soon to be 
issued by the Post Office Department, and 
possibly in future yearly issues of this pub- 
lication. 
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Acting on the suggestion from mail or- 
der houses, large advertisers and news- 
paper publishers, the department has de- 


cided to discontinue the publication in the | 


Annual Postal Guide of a list giving the 
number of rural routes at all offices. As 
a substitute for this list, instead it will 

















HOSE CLAMPS 


GARDEN 
HYDRANT 
GREASE 
PAINT 
AIR 

FIRE 
STEAM 
SUCTION 
TANK 


FOR HOSE 


FOR 
IMMEDIATE 
SHIPMENT 


96 
SIZES 


Made Wrought Steel — Heavily 
Galvanized 
Leak-Tight Under Pressure 


Send for Folder Samples and Discounts 


J. R. CLANCY, INC. 
SYRACUSE NEW YORK 


from 











ARO ARE 


SHOULD MATCH 


CHAIN STORE VALUES 
5* to $42 


MERCHANDISE 








print the number of letter boxes collectively | 


on all of the routes from each office. 





DON’T BE UNDERSOLD by the 
CHAINS on 5¢ to 25¢ staple everyday 
selling items throughout your store and 
have your customers feel that you are 
high priced on all lines of General Hard- 
ware and Housefurnishings, just use 
you are out of line on the 5¢ to 25¢ lines. 


DON’T BE UNDERSOLD. Get a 
CHAIN STORE BUYING CONNEOTION 
on the 5¢ to 25¢ lines, sell at OHAIN 
STORE PRICES, make CHAIN STORE 
PROFITS, or don’t handle this popular 
line of merchandise. 


DON’T BE UNDERSOLD. 
the facts about the ‘‘C. 

organization that has SPROIALIZED ‘tn 
5¢ to $1.00 merchandise for 18 years. 


genes 


Consolidated Merchants Syndicate, Inc. 
PIERRE H. MEYER, Pres. 
890 Broadway New York City 


Attach this coupon to your letterhead and learn 


how you can INCREASE YOUR SALES and 
PROFITS on 5¢ to 25¢ 


MERCHANDISE. 
NGMO ...-.cccccccccccscccccccccccsceccccves 
Attention Of ...cccccccccccccccccccccscccecs 
MGEEOES 2 cccscccccccccccccccccccscccsccccecs 
August, 1932—Hardware Age 
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Who Makes It? 


Information regarding sources of supply as provided readers of HarpwaRE AGE 
by its Buyers’ Catalog Department, is presented here as an aid to others 
seeking the same articles. Much of this information will be available to 





readers in the Annual Catalog and Directory Number which will be the 
Sept. 29, 1932, issue of Hanpware Ace. This issue will contain most complete 
listings of manufacturers of hardware and related merchandise, condensed 
catalogs of leading manufacturers and additional reference data that will 


be useful to the trade throughout the year. 


It will be an issue which our 


readers will wish to retain in their files until supplanted a year later by the 


SavaNnNnAH, Ga.: Furnish names 
and addresses of several sources of 
supply for artificial grass carpet for 
use in dressing windows.—White 
Hardware Co. 

ANNSWER: Elk Supply Co., 37 
W. 26th St., New York, N. Y.; Select 
Artificial Flower Co., 44 W. 33rd St., 
New York, N. Y.; Weeks-Howe- 
Emerson Co., 90 Market St., San 
Francisco, Cal., and Selles Sales Co., 
Inc., 1133 Broadway, New York, N. 
# 


* * * 

New Beprorp, Mass.: Provide 
names and addresses of several man- 
ufacturers or importers of bamboo 
lawn rakes.—De Wolf & Vincent. 

ANSWER: Manufacturers: Han- 
dle & Excelsior Co., Picture Rock, 
Pa., and H. Kimber, 1633 25th Ave., 
Oakland, Cal. Importers: American 
Import Co., 515 Market St., Oakland, 
Cal., and Henry & Lee, 90 Wall St., 
New York, N. Y. 


* * * 


Manitowoc, Wis.: Provide ad- 
dress of the Fero Machine & Foundry 
Co., makers of the Wiselock.—J. J. 
Stangel Hardware Co. 

ANSWER: 3155 
Cleveland, Ohio. 


* * * 


E. 66th St., 


Troy, Onto: Furnish address of 
the Slocomb Mfg. Co., manufacturers 
of dividers and other similar tools.— 
Zerkel Bros. 

ANSWER: J. T. Slocomb Co., 35 
Oxford St., Providence, R. I. 


* * * 


FoLiansBEE, W. Va.: Who makes 
the lead cable used in the new cur- 
rent—warmed hot beds, which were 
described in the March issue of the 
Country Gentlemen?—George Park. 


1933 Catalog and Directory Number. 


ANSWER: The Swartzbaugh Mfg. 
Co., Toledo, Ohio. 


* * * 


So. MANCHESTER, Conn.: Who 
makes stainless steel chopping knives, 
having round choppers about three 
inches in diameter ?—The F. T. Blish 
Hardware Co. 

ANSWER: Voos Co., Inc., 161 
Porter St., New Haven, Conn. 


* * * 


STocKBrRIDGE, Micu.: Where can 
Burgon & Ball English made sheep 
shears be obtained?—W. T. Ostran- 
der. 

ANSWER: John H. Graham, 113 
Chambers St., New York, N. Y. 


* * * 


Dayton, Onto: C. O. Niswonger, 
Pittsburgh, Ohio, is interested in buy- 
ing fiber pails and tubs, and wants 
catalogues and price lists. Can you 
tell us where to get these for him?-- 
The Ohio Hardware Assn. 

ANSWER: Almo Trading & Im- 
porting Co., 61 E. 11th St., New 
York, N. Y., and Diamond State 
Fibre Co., East Bridgeport, Pa. 


* a7 * 


Jounson City, TENN.: Who makes 
the genuine Underhill _lathing 
hatchet ?—-Summers Hardware Co. 

ANSWER: Underhill Bros., Win- 
ter Hill Station, Boston, Mass. 


* * * 


LANSDOWNE, Pa.: Who makes a 
device called a Dusterator? As we 
understand it, this device is installed 
in the kitchen floor, and has a small 
lid which may be raised, permitting 
dirt to be swept into a bag holding 
several weeks accumulation of sweep- 
ings before it is necessary to empty it. 
—Lansdowne Hardware Co. 

ANSWER: Manufactured by the 
McDougall Co., Frankfort, Ind. East- 
ern distributor is the Built-In Prod- 


ucts Co., 19 W. 44th St., New York, 
mm. ; 
* * * 

East OrAncGeE, N. J.: Furnish name 
and address of the manufacturer of 
the cone shaped aluminum mop 
wringer that attaches to a galvanized 
pail.—J. William Chase. 

ANSWER: H. K. Christensen Mfg. 
Co., Ft. Atkinson, Wis. 


* * * 


TISHOMINGO, OKLA.: Who makes 
solder for cast iron, aluminum, etc., 
having a low heat fusing point?— 
Geo. W. Dudley Hardware Co. 

ANSWER: L. B. Allen Co., Ine., 
6731 Bryn Mawr Ave., Chicago, III. 


* * * 


PROVIDENCE, R. I.: Who makes 
Kalamazoo price books used by job- 
bers’ salesmen?—Providence Hard- 
ware & Supply Co. 

ANSWER: Remington Rand Busi- 
ness Service, Remington Rand Bldg., 
Buffalo, N. Y. 

* * * 

EBeNsBurG, Pa.: Who makes the 
Mastercraft graphophone—Scheetig 
Hardware Co. 

ANSWER: Wolf Industries, Ko- 


komo, Ind. 
* 7 * 


Betrast, Me.: Who makes the 
American Beauty knapsack duster for 
orchard insecticides? — Hall Hard- 
ware Co. 

ANSWER: Calispray Mfg. Co., 
Ltd., Los Angeles, Cal. 


* * * 


BurraLo, N. Y.: Furnish names 
and addresses of several manufac- 
turers of air conditioners to be used 
in the cold air return pipe of home 
hot air furnaces.—L. M. Dibble. 

ANSWER: Carrier Engineering 
Corp., 848 Freylinghuysen Ave., 
Newark, N. J., and Buffalo Forge Co., 
465 Broadway, Buffalo, N. Y. 
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Never-Stain 


No. 195 Mirror-Finish Stainless Steel Paring Knife Display 


Establishes Entirely New Values for the Retail Merchant 


{NIN PARING ty 


) Consists of 


tang Cocobolo handles, 


y 
a | - QUALITY /p, 12—10c knives. Two shapes 
iw STAINLESS STEEL Lp of blades, mirror-finish, 
| SPECIAL imprinted “Stainless,” full 


Every Blade 
in Full 
Mirror-Finish 
Quality Knives 
at New 
Prices 


vW 





three brass pins. 


12—19c knives. 
of blades, mirror-finish, 
swaged and etched. As- 
sorted green, canary, onyx 
and ivory Catalin handles. 


Two shapes 


12—25e knives. Two shapes 
of blades,  mirror-finish, 
swaged and etched. Shaped 
one-piece Cocobolo handles, 
two brass rivets, sanitary 
run-metal bolsters. 


Order Thru Your Jobber 


THE ONTARIO KNIFE CO. 


Franklinville, New York 




















ARMSTRONG 
cm» Hi buyers of quality tools 


Y FORGED 


WRENCHES 


DROP 


Beautiful Stock Display 
Boards are furnished with- 
out charge with initial stock 
orders. 


a name known to every tool 
maker and machinist—to the 


N over 96% of the machine shops and 

tool rooms, wherever metal is machined 
ARMSTRONG tools are depended on for the 
bulk of the work on lathes, planers and 
shapers. Literally hundreds of thousands— 
men who know tools—are dependent on 
ARMSTRONG Tools in their daily oc- 
cupations. 


Whether it is in the N.A.T. Shops (the 

finest airplane repair shops in the world) 

or in any of the thousands of “gasoline 

alleys,” ARMSTRONG WRENCHES 
predominate among the men who know 
tools, the men whose judgment carries 
the crowd. 


National advertising, ARMSTRONG 
dealer helps, and above all the 
great army of men who know that 
ARMSTRONG means “the best that 
can be made,” build business for the 
hardware stores that go after the full 
profit, quality wrench business. 


ARMSTRONG Drop Forged 
Wrenches (Carbon Steel) come 
\ in 37 types, all sizes; singly 
or in sets. ARMSTRONG- 

VANADIUM Wrenches in 
all of the newer patterns. 
Write for Catalog. 


Armstrong Bros. Tool Co. 
“The Tool Holder People” 
314 N. Francisco Ave., CHICAGO, U. S. A. 








AUGUST 18, 


1932 











NOW 


BIGGER AND BETTER 
AND NATIONALLY ADVERTISED 


Due to a new patented process of formation 


zottschalk’s Metal Sponge now cleans and 
scours twice as fast with half the effort. Strag- 


gly ends have been done away with. Packed in 


a new sanitary cellophane window bag. 


Through national advertising over 10,000,000 
housewives will read of its merits every month. 
Tie in with this campaign by displaying Gott- 
schalk’s Metal Sponge. 


Write for samples and 
price list. 


METAL SPONGE SALES Be 
CORPORATION 


Lehigh Avenue and Mascher 
Street, Philadelphia, Pa. 





THE ORIGINAL-SANITARY __ \ ) 
NGE |S 


in the Cellophane Bag 
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What's New 


for Retail 














New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 
—New Colors—New Deals— 


Oe Se eee ee 














Hardware Stores 





Nesco Square Tub 


Made in three sizes of copper 


bearing steel. Have rounded 
corners, drop handles, swedged 
bodies. Other items in the 


Nesco copper bearing galvanized 
ware line include ash and gar- 
bage cans, utility baskets, coal 
hods, pails, funnels, measures, 
filling cans and sprinklers. All 
pieces of copper bearing rust re- 
sisting long life steel, galvanized. 
National Enameling & Stamping 
Co., Inc., 270 North Twelfth 
Street, Milwaukee, Wis. 





Ingersoll Announces 
Two-Ply Stainless Steel 


To be known as_ Ingoclad 
stainless steel, is produced by a 
patented process from the com- 
posite ingot. Ingersoll Steel & 
Disc Co., Chicago, IIl., a division 
of Borg-Warner Corp., states 
that after many years of research 
the manufacturing process has 
been developed to the point 
where a perfect bond between 
the stainless steel and the car- 
bon steel block are assured. The 
maker states that it is being pro- 
duced at the New Castle, Ind., 
plant and will be marketed at a 
price which will permit its use 
for countless applications in the 
hardware field, such as cooking 
utensils, pails, stove parts, build- 
ing specialties, washing machines 
and others which have heretofore 
been unable to employ the use of 
solid stainless steels on account 
of cost or struetural characteris- 
tics. The heat conductivity of 
Ingoclad is said to make it ideal 
for cooking utensils. It may be 
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deep drawn, stamped, welded, 
formed and polished. Ingoclad 
is now being produced in vari- 
ous gages and sizes and has 
been used by several large com- 
panies, where extensive tests are 
reported to have proved the man- 
ufacturer’s claims. Facilities 
will be available in the near fu- 
ture to supply all practical com- 
mercial sizes. 


Vichek Quali-T-Tool Line 


Comprises socket wrenches in 
3% in., % in. and % in. drives, 
together with all standard acces- 
sories; box wrenches in both long 
and short patterns; open end 
wrenches; a full range of ball 
pein hammers; screw drivers in 
several patterns; a complete line 
of chisels and punches and other 
small tools. New items will be 
added as the need develops. Al- 
loy steels have been used wher- 
ever the need was_ indicated, 


with the aim of giving mechanics 
tools of highest quality, says the 
Socket 


manufacturer. wrench 





ratchets have quick reversing trip 
in hollow of handle, enabling re- 
versal of ratchet by push of the 
thumb. Ratchet plug integral 
part of ratchet wheel. Tool said 
to be operated fast and simply. 
Sockets have semi-locking groove 
cut into all four sides of drive 
end so that they are held fast to 
handle in any position. May be 
released from handles _ by 
straight pull. Each tool in the 
line carries the label illustrated 
and the company states it will be 
used only to identify its highest 
quality tools. The Vichek Tool 
Co., Cleveland, Ohio. 





Turner Halide Refriger- 
ant Gas Leak Detector 


In basic construction is an al- 
cohol burning “Blotorch” having 
specially designed burner housing 
which syphons its air supply 
through flexible rubber detect- 
ing tube. If open end of tube is 
held in proximity to a leaky 
joint, gas is syphoned through 
and on striking burner color of 
flame is changed from blue to 
green. The maker states that it 
is absolutely positive in effect, 
gives rapid detection as _ tube 
traces the pipe line being tested 
and that leaks equivalent to a 
loss of approximately one pound 
of refrigerant gas in 7% years 
have been detected easily under 
special tests. May also be used 
as a blowtorch for general ser- 
vice work. Dual purpose needle 
valve cleans orifice or gas open- 
ing each time it is closed, thus 
preventing clogging, says the 
maker. Composition valve handle 
has deeply corrugated edge for 
giving firm grip. Metal parts, 
except burner, have highly pol- 
ished nickel finish. The Turner 
Brass Works, Sycamore, IIl. 





Gibsco Insect Repellent 


Kills fleas, lice, chigers and 
other vermin on dogs, livestock, 
etc., and may be used to relieve 
ivy, oak and sumac poisoning and 
will take the sting and itch out 
of insect bites, says W. A. Gibbs 
& Son, Inc., Chester, Pa. Put 
up in tubes, for application to 
hands, arms, face, etc. 


“Wear-Ever” Refresh- 
ment Set No. 58 


Comprises large tray of black 
aluminum, four small individual 
trays of identical pattern, in shin- 
ing natural aluminum _ finish, 
pitcher with straight sides, in 


highly polished aluminum. 
Pitcher has black _ bakelite 
handle. Additional trays and 


pitchers available. Suggested re- 
tail selling price, $4.95, in east 
and middle west, slightly higher 
on Pacific Coast. The Aluminum 
Cooking Utensil Co., New Ken- 
sington, Pa. 





O-Cedar Wax Cream 


A white cleansing cream to 
which has been added a highly 
efficient polishing wax and other 
polishing ingredients. The maker 
states that it is uniform in con- 
sistency and is a cleaning and 
polishing preparation entirely 
free of acids, alkali or harsh in- 
gredients. Does not replace 
O-Cedar polis. Packed in at- 
tractive containers in three sizes. 
Suggested retail selling prices, 
25c., 50c. and $1. O-Cedar Corp., 
4501 South Western Avenue, Chi- 
cago, Ill. 
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in tte NEW ATLAS PACKAGE 
The same high quality sterilized, blued 


tacks ...in “hardware” orange and blue 
packages. Set them on your display 
counter and watch them sell! 


ATLAS TACK CORPORATION 
FAIRHAVEN, MASS. 


















New ...10c Toys on 
RUBBER WHEELS 


A brand new assortment . . . 
No. 3500 . . . five automo- 
tive toys . . . generous sizes 

. with all white rubber 
disc wheels of the latest design 

. packed in attractive, il- 
lustrated display carton. To 
retail at 50c. complete or 10c. 
per toy. A value that out-dis- 
tances all competition. No. 
3500 is just one of the 40 new 
Arcade items. Write for cata- 
log No. 40 today. 


ARCADE MANUFACTURING 
COMPANY, FREEPORT, ILL. 





Each toy 
to retail at 1 Oc 


ARCADE ixox TOYS 














Hardware 


Cloth 


Every roll of Supe- 
rior Brand Hard- 
ware Cloth will be 
found true to hard- 
ware cloth  stand- 
ards. 

Smooth, round, 
standard size wire, 
woven evenly and 
heavily galvanized. 
You can sell Supe- 
rior Brand Hard- 
ware Cloth with the 
assurance that every 
roll is made from 
standard size wire. 
Free from bags or 
bulges. Straight sel- 
vage. Heavily gal- 
vanized. 


G. F. Wright 
Steel & Wire Co. 


Worcester, Mass. 


AUGUST 18, 1932 

















Steady, Profitable Sellers 


People are saving “Heel 
money” during these days of 
economy. ‘They’re buying 
Star Heel Plates which pro- 
tect and save shoe heels. For 
over 25 years 


co STAR co 
HEEL PLATES 


have outsold all other brands. 
Made heavier and stronger to 
last longer. 9 good selling 
sizes from No. 000 the small- 
est to No. 6 the largest. 






PETAR. 


Packed '%4 gross pairs to PSY 
each box. Also on cards (3 
pairs assorted) sizes 2-3-4. 
One doz. cards to bundle. All 
steady, profitable sellers. Sold 


by Leading Jobbers. 


Send for Samples and Trade-prices These ittustrations half-size 


STAR HEEL PLATE CO. 


357-391 Wilson Ave. Newark, N. J. 
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Scurlock 
Kontanerette 


Comprises six individual food 
“kontaners” of clear crystal 
glass, made from high quality of 
silica, glass being tempered or 
annealed after it has been molded 
so that it will stand average tem- 
peratures of heat and cold with- 
out breaking, says Scurlock Kon- 
tanerette Co., 332 South Michi- 
gan Avenue, Chicago, II]. Each 
“kontaner” stands 4% in. high, six 
“kontaners” completing a unit, 
resting on a ball bearing base 
¥% in. high and 12 in. in diam- 
eter. Weight of entire unit, 12 
Ib. Tight fitting covers for each 
“kontaner.” Two sizes: No. 1 
—S. 10, 32 oz. capacity; No. 2 
—S. 20, approximately 24 oz. 
capacity. Suggested retail selling 
price, $2.95. Dealer discount, 
33% per cent, less than 1 doz.; 
35 per cent in quantities of more 
than 1 doz. 


Cutler-Hammer 
Connector Plug 


Has contact pressure springs 
on outside of case. Contact clips 
proper have no springs wrapped 
around. Outside springs also 
serve to hold halves of connector 
together, eliminating screws and 
nuts. Halves of plug separate 
when inserting on prongs, giving 
ventilation. Body of Thermoplax. 
Packed in colored boxes, ten in 
an attractive display carton. 
Free sample plug with each car- 
ton. Cutler-Hammer, Inc., 12th 
and St. Paul Ave., Milwaukee, 
Wis. 





Table Twins 
Combination 


Salt and pepper container, 
marked for each section of con- 
tainer. Lever on heavily chro- 
mium plated cap controls flow of 
salt and pepper. Container avail- 
able in four colors: crystal, am- 
ber, green or rose. Attractive 
counter display with order for 
two dozen. Stand will hold three 
shakers. Suggested retail selling 
price, 40 to 45c. The Combina- 
tion Shaker Co., 706 North Main 
Street, Los Angeles, Cal. 





U. S. Refrigerator Pans 


Furnished in three sizes, 12, 
14 and 16 in., in white, ivory or 
spray green triple coated enam- 
eled ware finishes. On cover of 
each is inserted a new label in 
colors, assisting in making an 
attractive display and telling of 
its use. Suggested retail selling 
prices: $1.25, $1.50 and $2.00, 
respectively. United States 
Stamping Co., Moundsville, W. 
Va. 













Laundering Easy” 


densed 


Issues, “Making Home 


A bookiet giving complete con- 
instruction on methods 


Benjamin Mole, Fish 
and Animal Trap 


Has base of 1 in. lumber, 3% 
in. by 8 in. Trap is painted. Has 
two separate springs, barbed 
spears, safety catch and metal 
parts of spring steel cadmium 
plated. Flat trigger has bait 
holding spring. Anchor pins are 
No. 6 wire, 9 in. long. Full di- 











Bronson Golf Club 
and Gun Racks 


Golf club rack No. 284, two 
section, $10; No. 285, three sec- 
tion, $14, and No. 286, four sec- 
tion, $18 each. Attractively fin- 
ished in statuary bronze. Each 
section holds 20 irons or 12 wood 
clubs. All rests and trays felt 
covered. Gun rack No. 288, $5.50, 


finished in statuary bronze, dis- ~ 


plays 8 guns. Top and bottom 
rests felt covered. Measures 30 
inches high by 24 inches wide. 
Bronson Reel Co., Bronson, Mich. 


Friendly Dishwasher 


Includes specially constructed 
dish drainer, “Friendly” mop and 
stiff bristle brush for pots and 
pans and indicator. Indicator has 
points for: soap, hot suds spray 
and clear hot water for rinsing. 


rections on bottom side of each 
trap. W. R. Benjamin Mfg. Co., 
Granite City, Ill. Packed in car- 
tons of six. 


Nesco Catalog No. 55 
in Modernistic Style 


Shows merchandise in actual 
colors. All related items are 
grouped together. New style of 
page in larger size makes the 
catalog more convenient. Nation- 
al Enameling & Stamping Co., 
Inc., 270 N. 12th St., Milwaukee, 
Wis. 














Fits any faucet. Three year guar- 
antee. Friendly Products Co., 97 
Haverhill St., Boston, Mass. 
Available in green, white and 
ivory with metal parts chromium 
plated. List, $10.50. 








of home laundering. Written by 
Della T. Lutes, director, Home 
Economics Department, Easy 
Washers & Ironers, for distribu- 
tion to owners and for classroom 
work in schools and colleges. 
Samples available from the Easy 
Washing Machine Corp., Syra- 
cuse, N. Y. In addition there is 
data as to removing of spots and 
stains. Contains data as to prin- 
ciples of operation of Easy wash- 
ers and ironers. 
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Now! A COMPLETE NEW LINE RS | 
OF BEAUTIFUL, IMPROVED Mey 
th BISSELL'S SAMSON CORDAGE WORKS 
BOSTON, MASS. 
The new Bissells, improved 


in appearance and in per- SASH CORD 


SS _ formance, represent a great- 
ap er value than ever before. SAMSON SPOT, PHOENIX and SACHEM brands 







each the standard of quality for its particular use. 


OLD and the NEW. Dotted lines Write for details. 
show height and shape of old “There IS a Difference in Sash Cord’”’ 











model “Grand Rapids” sweeper. 

Bissell Carpet Sweeper Co., Grand Rapids, Mich OTHER BRAIDED CORDES: COTTON TWINES 
*9 ’ - 

New York Office & Expt. Dept., 46 West Broadway, New York Send for catalogue, samples and selling information 























SUCTION RUBBERS 


Right now, there is a big opportunity to sell Suction Rubbers 
to retail stores and restaurants for advertising special sales 
from their walls and windows. 

Display signs and other objects may be easily attached to 
glass or varnish surfaces by using these Suction Rubber 
Cups. 

Also complete line of 

RUBBER HEAD NAILS 

SLOTTED SCREW TIPS 


RUBBER STEM TIPS 
CRUTCH AND CHAIR 


Electric 


vernot Cooker 


in a larger and even 
more popular size. 
Large enough to cook 
a whole meal for segen 
adults. Economical to 
use. 15 inches high; 
12 inches in diameter. 
Weighs 14 pounds net. 
Retails for $15 East; 
$16.50 West. 





The Swartzbaugh TIPS 
Re yo Send for Catalogue No. 50 
The. ELASTIC TIP COMPANY 





Avoliances tor tie ‘Home | BOSTON «370 ATLANTIC AVE. MASSACHUSETTS 

















Good Management ... Are you interested in 

unsurpassed paint brush 
values that your customers 
is merely the transmission of just can't help buying?... 
the intentions and purposes Watch for announcements 
of the management through in September. 


the staff to the customers. 
THE OSBORN MANUFACTURING COMPANY 
5401 Hamilton Avenue + Cleveland, Ohio 














PLYMOUTH PRODUCTS 
BIG SELLERS 


COBBLER OUTFITS and Shoe 


The symbol of 


—_ - Byron — in big x a is 
worn lng are “half quality 17 chain 
soling their own.” Display Ply- 
mouth Cobbler sets on your 








Produ 

“Little Giant,” “Never Fail” 
and “R & H” Corn Shellers and 
“Rapid” and “Korn King” 
Grist Mills. Write for catalog 
and low prices. 


THE FATE-ROOT-HEATH CO. 


1322-1358 High 5&t., 
Plymouth, Ohio 
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counter and in your window i: 
and watch them sell. Plymouth ” There is an ACCO Chain for every 
cts also inelude “Gem,” ee aes industrial, farm and home purpose 
—in bulk or made into specialties. 


Concentrate on this profitable quality 
line. Made by the world’s largest man- 
ufacturer of welded and weldless chain. 
AMERICAN CHAIN O0O., Ine. 
Bridgeport, Conn. 


Mekers of the Famous Weed Tie 
Cheins. 
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STERLI NG if vir 


© < Oval Desic Oi 


| Seur BastinGFeature 


“a 

| PorceLcain Enametep 

| P, my, ; 
Higher. Ulest of Rockies 

l2inch S4inch 15inch IBinch 

69¢ | B9¢| *%79 | 4730 


98¢ | 47/9 | #149 | 489 
419 1439 | #179 | 41.98 


POSTS —— 


Here is your opportunity to 
meet demand—to beat all 
competition and to make real ‘ ; 
profits! You'll find quick con- | a izes and all colors. 





























Pelz 








Trial Package Assortment 





sumer acceptance for Sterling = Consists of ie 
Products. 7 1 Only 12” Blue Speckled .. $ .69 
; 1 Only 14” Blue Spectled 89 
Sterling Field Fence made — special fea- | Ony 18° Boe Specled | 139 
gives your customers tures mean longer life {Ody 14" Sprey Green 119 
full value for their and complete satisfac- I Ony 18" Sprey Green |. 1a? 
fencing dollar—it gives _ tion. 1 Oay 14 ery 139 
1 Only 15” Ivory 179 
perfect fence protec- wri. 8 1 Only 18" Ivory 198 
tion and lasting service. today Sac cumais es aan 
rgin(S0% +) 5.5! 
Sterling Super-T Posts plete oe ag 
are the strongest Posts infcry ASK YOUR JOBBER 
: D A AMP OMPA 
Northwestern Barb Wire Co. : 
SINCE 1879 path 4 
STERLING ILLINOIS 




















The Great Can Value 


Customers who consider qual- 
ity and service above price 
quickly recognize the extra 
value in WITT Better Cans. 
The use of heavy, special 















ics ce analysis steel, an improved de- 
Mean TEE sign of corrugation, the Witt 
1} Lace process of hand hot-dip gal- 
i ie 3 } | vanizing, and other exclusive 
HIDMPLEEE advantages make these nation- | 
ii 4 pu ally famous, guaran- | 
; | teed cans stronger, lI | P I, ke 4 all d d 
| | ie ved cans sonst Uncle Penn Tack is all dressed up 
IEEE E TY: able than others. dil GOUng paced. 
; { i 3 : If your jobber can’t | OW, he’s stepping out as you've never seen him dressed before—and he’s 
x ° | on his way to thousands of the country’s most progressive hardware 
supply you, write | | ‘dealers’ shelves. 


By means of an entirely new, exclusive process, Penn Tacks are thoroughly 
sterilized, and finished in the smooth, clean, lustrous blue of a fine gun 
barrel. Yet they cost no more than the ordinary tacks in cheap black boxes. 
You've got to see these wonderful new tacks that are setting the standard 
for tack quality. Send today for samples. 

We manufacture a complete line of tacks, nails, 
staples, rivets and glazier points. 


THE PENN TACK CO. 
Norristown, Pa. 


THE WITT CORNICE COMPANY 
2114 Winchell Avenue Cincinnati, Ohio 













WITT CANS 


for ASHES and GARBAGE J \ \C— PENN TACK CO. 
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THE ADVERTISERS INDEX is published as a convenience and not as @ part of the advertising contract. Every care 
No allowance will be made for errors or failure to insert. 
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AUP routy Co. .6.<56s0cseces 
American Chain Co. .........+; 
American Fork & Hoe Co....... 
American Gas Machine Co....... 
Pe. re 
American Handle Co. .......... 
American Sctew Co. ........... 


American Sheet & Tin Plate Co. 


American Stainless Steel Co..... as 


American Steel & Wire Co...... 


American Window Glass Co..... — 


Ames-Baldwin-Wyoming 
8. Pe re ee 

PiMGO TEE COs oi iis. 55:0 0 c0t-aer 

Armstrong Bros. Tool Co....... 


Arrow-Hart & Hegeman Electric 


Co. 
Atkins & ose SOA ry eee 
Pte Tack Core. c..6.. 58 cirses 


Babcock, W. W., Co........... 
WOO OE, aaa oes ceccesséeces 
ae Do 
Bethlehem Steel Co............. 
Bicknell Lumber Co., J. F...... 


Bismarck Hotel, New........... —_ 


Bissell Carpet Sweeper Co...... 
BBISGEN FERC COi.6 60:6 ice sees 
Bommer Spring Hinge Co....... 
Book-Cadillac Hotel ............ 
Seen 


“—" Woven Hose & Rubber 


a 6 ei 
2 oe 
eae 
Burroughs Adding Machine Co.. 


: 


Canvas Products Co............ 
RSIENONE SOO. o53<.050-6 o.0-<5000% 
tee TG, PMID a5 vcccs ees ce 
Champion Hardware Co......... 


Chicago Roller Skate Co........ 


Chicago Spring Hinge Co....... 
Clancy, Inc., J. R 
Clarke Sanding Machine Co..... 


Clemson Bros., Inc............. 


Cleveland Quarries Co.......... 
Cleveland Wire Spring Co....... 
a A: Se a ee 


Columbian Enameling & Stamp- 
NN a5 aie eth 5 6:554 bie MSR 


Columbian Rope Co............. 


Consolidated Merchants Syndi- 
oe Ae rer ete ees 4 
Continental Screen Co.......... - 
Copper & Brass Research Asso- 
0 ArT OP ere ny pnroe 
Corbin Screw Corp............. 


Corning Glass Works........... 


ROPERS CO MO 665 bse s:0', verpiare 


Cyclone Bence (0. is occ scisice 


OE Seer eee 
Dazey Churn & Mfg. Co........ 
Delco Appliance Corp........... 
Diamond Calk Horseshoe Co.... 
Pe Sa ee ere 
Disston & Sons, Peres 
Dixon Crucible Co., Joseph...... 
ee eee rer 
Duluth Show Case Co.......... 
Durable Toy & Novelty Co..... 


Du Pont De Nemours & Co., 


Sg A Pa ee eet er 


58 








E 
WOME COOii oie sas sees eines 
Edison Lamp Works............ 
OS ree ee 
ge oD 
Electric Sprayit Co..........0.. 
BEPONOES CO. nna e's 0c bie cSinsre ccc 

F 
Fate-Root-Heath Co. ........... 


Federal Enameling & Stamping 
C 


PES ES A a rr ee gon 
Florence Stove Co........ssceee 
OR ae ee ee 
Forsberg Mig, Cos... 6.csccscess 


G 


General Electric Co., Nela Park. 
Gilbert & Bennett Mfg. Co..... 


noo Medal Folding Furniture 


i ear Tire & Rubber Co.. 


Cree & Dede Co... ccicccses 6 
i: Pino. sc ccen caecece 


Griswomt SEMe: COs. csc cescees 


H 


Hammond Paint & Chemical Co. 
Harrington-Richardson Arms Co. 


Hillerich & Bradsby............ 
OR Se es eee 
eS Be > eee 
Eee, 2G, BTA AS ccs cer mnas 
RN CD is ine iw orh-acer 
I AMINE, os otauacn.e 0:6 06 4's'e-0-4-0-6 
Humphryes Mfg. Co............ 
Hutchison Engineering Co....... 


Independent Lock Co........... 
Indiana Steel & Wire Co........ 
Irwin Auger Bit Coi..c. ccc ces 
. oi =) 2 Seer 


EVER COrpOrationh oo aces -eis:ewaene 


J 


“ee Arms & Cycle Works. 


tohasos Mfg. Co., Nestor....... 
TeOrte MEO COs. oc 6eo'es veasae's 


K 


Kelly Axe & Tool Works of the 


American Fork & Hoe Co.... 


Mester DOM CO. ices cess cans — 
TT I MS os oso owe sneein’s 
Kingston age CaS ales wk 
po SS Sree ere 
Knape & Vogt Mfg. Co......... 


PI dd 





Landers, Frary & Clark. ~- 
Libbey-Owens-Ford G lass “Works — 
BORE COM e 650-5. ¢ viashe->.cmelaine “= 
PAI TREE OCs 6 inc ccceceecaes oo 


McKinney Mtg: Coss. 6 se visees — 
McLaughlin Gormley King Co.. 
Marshalltown Trowel Co........ 
ONAOR  RAMOM Aas 540010 as.u00:0.0.6 45 
Maydole Tool Corp., David..... -= 
Metal Sponge Sales Corp....... 49 
Miller, Inc., Robert E.......... . 
Milwaukee Stamping Co........ ~- 
1 ae 2 eran eer ree — 
Montague Rod & Reel Co...... -- 
MOOre Pus Pen COs ciissic cccuss - 
Myers & Bro. Co., F. E........ 43 


N 


National Carbon Co...:......... - 
Ni _— Enameling & Stamping 

eS ee err creer ere: — 
National po eg ee ee 16 
Nelson Mfg. Co., Inc., L. R..... — 
Nicholson File al RR Rie eae 58 
Nineteen Hundred Corp........- - 
Maree COPD. 6 6.0 cccacsscscseus = 
Northwestern Barb Wire Co..... 54 


OGRE SCOR. v5.6.6 54 co exe sers 
CPAP INO CO. a cece 0:68 8 056.0:0'0 19 
Cahoon: TE. CO. 606 i4sscviess. 53 


>» 


Page Steel & Wire Co.......°. 
Patent) Novelty (Co.<....c<s00. 
Peck, Stow & Wilcox.......... 
a a a ee 54 
vennsylvania Lawn Mower Wks 
Perfection Stove Co. .......... 
Peters Cartridge Co. .......... 
Pe I GS i vce cas vein ess 
Pittsburgh Plate Glass Co. 

(Paint & Varnish Div.)...... 
Pittsburgh Plate Glass Co. (Ren- 

nous Kleinle Div.) .......... 
Pittsburgh Steel Co. ........... - 
Plymouth Cordage Co. ......... — 
Progressive Mfg. Co.........-. 


A PE iain a winasssiveie oe ains ss 
Remington Arms Co., Inc. 
Republic Steel Corp. (U pson Ni it 
PGE. SditewGbaks bee. a4 5600 8.0 
Reynolds Wire Co..........--- 
Richards-Wilcox Mfg. Co. ...... 
Robertshaw Thermostat Co. 
Ruby Chemical Co. .........-. 
Rugg Mfg. Co 
Russell, Burds all & Ward Bolt & 
IME CO iss 6 cece tics jew gen eds 


Sav: age Poca Corp. 
Sch alk ( “hemic: RPS Gc lnaicdeael 
Schrade, Cutlery ‘Co. 


Simmons Hardw are “3, pee 
: 5 J of the 
< & Hoe Co... — 
Slaymaker Lock Co. . 
Standard Tool Co. 
Star Heel Plate Co. ......-.... 
Stewart-Warner Corp. 


Wright Steel & ote 





Samson Cordage Works ........ 53 
——, Level & _ Tool Co. 


‘Pender & Sten- 


© & Rubber Cans. —_ 


v augh: an ‘Novelty Mfg. 


W estinghouse Electric & Mfg. Co. 
eenlndeatba nee 
fom Co 





THE DASH (—) INDICATES THAT THE ADVERTISEMENT DOES NOT APPEAR IN THIS ISSU 


ANGUST 18, 1932 


55 














CLASSIFIZD ADVERTISING 
RATES 





Positions Wanted and Help 
Wanted Advertisements at Spe- 
cial Rate of one cent a word, 
minimum fifty cents per in- 
sertion. 








Use the “Classified Opportunities Section” to Reach Hardware Manufacturers 
Manufacturers’ Agents, Jobbers, Jobers’ Salesmen, Retailers and Retail Salesmen 


THE FOLLOWING RATES 
apply to “Business Opportunities,” “Sales 
Accounts Wanted” and “Sales Representa- 

tives Wanted” advertisements. 


Set Solid, Minimum of 50 words... .$3.00 
Each additional word........... 06 


All Capitals, Minimum of 50 words.. 4.00 
Each additional word............ .08 


Allow Seven Words for Keyed Address 


Remittance Must Accompany Order 





Samples of merchandise, literature, catalogs, etc., will 


BOXED DISPLAY RATES 


L inch .occcccccccccccscceccess sO5.00 
Each additional in 4.00 


Discounts for Classified Advertising 
4 insertions, 10% off, 8 insertions, 15% eff. 
Due te the special rate, these discounts de 
net apply.eon Position Wanted er Help 
Wanted Advertisements. 
HARDWARE AGE is published every other 
Thursday. Forms close Nine Days previous 
te date of publication. 
Address your advertisements and replies te 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City 


not be reforwarded 

















HELP WANTED 


SALES ACCOUNTS WANTED 


BUSINESS OPPORTUNITIES 





EXPERIENCED HARDWARE MEN located 
within the Metropolitan district of New York 
City will find it to their advantage to register 
with this bureau for positions. We are called 
upon from time to time to fill vacancies in the 
hardware industry and we need clean cut and 
thoroughly experienced young men. No registra- 
tion fee required. 

ASSOCIATED PLACEMENT BUREAU 

152 West 42nd Street 
Wisconsin 7-1802 New York City 


Manufacturers Representative 
calling on wholesale hardware, auto accessory, 
mill supply, contractors’ supply, saddlery and 
industrial, in states of North and South Dakota, 
Minnesota, lowa, Nebraska, Kansas, Missouri, 
Wisconsin and Illinois. Have covered territory 
for twenty years and have a following and can 
hendle one or two more lines. Am_ covering 
territory now every 12 weeks. Address Box 
J-882, care of HARDWARE AGE, New York City. 














ACTIVE SALESMAN WANTED with es- 
tablished following among Hardware and Paint 
Stores to handle the famous Tom Thumb 10c 
and 25c line of- Paints and Enamels. Address 
TOM THUMB LABORATORIES, 72 Warren 
St., New York City. 


SALES REPRESENTATIVES 
WANTED 











AN OPPORTUNITY IS 
AVAILABLE 


for a capable, energetic salesman 
to represent in New York State 
territory (not including the Metro- 
politan-New York City area) an 
old line manufacturer of cordage. 
Only letters giving specific details 
as to personal history, experience, 
whether or not now employed, and 
references, will be considered. 
Address Box J-870, c/o Hardware 
Age, New York City. 














A LARGE EASTERN PAINT FACTORY 
offers unusual opportunity to salesmen now call- 
ing on hardware trade in various sections with 
non-competitive line to increase their earnings 
by handling well known paint line on liberal 
commission basis. Protected territories. Give 
full details. Address Box J-884, care of Harp- 
ware AGE, New York City. 


SALES ACCOUNTS WANTED 


SPECIALTY SALESMAN. I want one or 
more articles for distribution to the hardware 
and plumbing supply trades, specialty stores 
etc., in New Jersey, Eastern Pennsylvania and 
New York State. Will carry stock if necessary 
and give active promotion to new products. Ex- 
cellent connections. Address Box J-876, care of 
Harpware Ace, ‘New York City. 











SALESMAN—Well acquainted jobbers and 
large retailers. Pennsylvania, New Jersey, Dela- 
ware, Maryland, District of Columbia. Thirty- 


five years old, eighteen years experience, steel 
and wire products, electric appliance, tools, shelf 
hardware. Successful record. Best references. 
Seeks connection with manufacturer or jobber 
dissatisfied with present volume or desiring to 
enter this territory. Personal interview solicited. 
Write Box J-899, care of HArpwarE AcE, New 
York City. 

SALESMAN, with established trade in Okla- 
homa, desires additional line for reliable manu- 
facturer to sell to hardware, department and 
sporting goods stores. Address Box J-891, care 
of Harpware AGE, New York City. 
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HARDWARE SALESMAN, selling to Whole- 
sale Hardware and large Hardware Dealers, 
wants one or two additional lines. Traveling 
Missouri, Iowa, Nebraska, Kansas and South- 
western States. Successful 11 years selling 
builders’ hardware and tools in above territory. 
Manufacturers desiring energetic and intelligent 
representation write CHAS. J. BRUGMOSER, 
4136 Michigan Avenue, Kansas City, Mo. 





MANUFACTURERS who wish to be repre- 
sented in the State of Arizona and surrounding 
country, by a man with a thorough knowledge of 
the hardware and paint lines with offices at 
Tucson. Address Box J-887, care of HARDWARE 
AcE, New York City. 





AGGRESSIVE YOUNG MAN with acquaint- 
ance among manufacturers in New York Metro- 
politan District offers thorough active represen- 
tation to manufacturer of quality line of mill or 
contractors’ supplies. Good references. Address 
or J-888, care of HarpwarE Ace, New York 

ity. 


AM DESIROUS of adding another good man- 
ufacturer’s line for hardware and departn:ent 
store trade on a commission basis. Cover Michi- 
gan and Ohio. Finance my own expenses, no 
drawing account. Address Box J-889, care of 
HarDware AGE, New York City. 








BUSINESS OPPORTUNITIES 





din 





Choice Selling Space 
IN CHICAGO 


Two large desirable light rooms, 2736 
square feet, located on sixth floor 
directly across from Carson Pirie 
Scott & Co. Wholesale. Center of 
‘Chicago downtown market, %4 block 
from Union Station, 2 blocks from 
Northwestern Station, 2 blocks from 
Elevated Trains, River Taxi service 
to all north side points at door, also 
near bus lines. High ceiling, large 
windows, and light on two sides. 
Very ‘fine location for sales room, 
small jobbing business, or general 
offices. Rent Reasonable. 


THE HART MAGAZINE 
GROUP 


367 West Adams Street, Chicago, 

















To Organizations 


Employing 
A Force of Girls 


Here is an exceptional opportunity to 
secure the services of a woman with 
a rare talent for handling and direct- 
ing girls doing stenographic or clerical 
work, 


During 15 years with the present em- 
ployers, who are publishing this ad- 
vertisement in her behalf her de- 
partment—a centralized stenographic 
staff—has turned out work at a cost 
consistently 30% lower than other 
comparable groups. 


If this suggests a “driver it should 
be point out that her m is, 
rather, one of inspirational leadership 
which has resulted in developing in- 
dividual talents and initiative so that 
important minor executive positions 
have been regularly filled from her de- 
partment. 


In fact her work in this field has been 
so successful that news of what she 
was accomplishing spread and her de- 
partment has often been studied and 
discussed by welfare and similar or- 
ganizations as an ideal example. 


She would make a very valuable de- 
partment head or personnel director in 
any organization employing girls. 


It goes without saying that she has 
our highest recommendation and is 
leaving only because, due to condi- 
tions, there.is no longer the oppor- 
tunity here in the sort of position for 
which she is best fitted. 


ADDRESS BOX J-901 
eare The Hardware Age, 239 W. 39th St., 
New York 











POSITIONS WANTED 





EXPERIENCED hardware man who is also 
experienced in builders’ hardware desires posi- 
tion on road with jobber handling paint, builders’ 
hardware and general hardware. Sober, indus- 
trious, honest and a hustler. Jobbers or manu- 
facturers needing a man of this type, get in 
touch with me at once. Not choicy as to terri- 
tory. Address Box J-880, care of HARDWARE 
AcE, New York City. 





SALESMAN desires position selling to Illinois 
retail hardware department store trade. 
Cover state thoroughly except Chicago, making 
all towns large and small. Have sold this trade 
for years, am well established and have the 
dealers confidence. Am reliable and have a 
reputation of being an able salesman. Address 

















— J-848, care of Harpware AGE, New York 
ity. 


HARDWARE AGE 




















CLASSIFIED OPPORTUNITIES 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not be addressed to box numbers. 





POSITIONS WANTED 


POSITIONS WANTED 


POSITIONS WANTED 





EXPERIENCED HARDWARE MEN with 
many years of training in the hardware industry 
are continuously filing applications in this bureau 
for positions. None but thoroughly experienced 
and well trained men are permitted to register 
with us. If you are in need of clean cut, well 
trained individuals in any part of the metropoli- 
tan district of New York, just phone this office 
and you shall receive prompt attention. The 
basis of compensation is at your discretion but 
strictly commission jobs are not acceptable, 

ASSOCIATED PLACEMENT BUREAU 

¥ : 152 West 42nd Street 
Wisconsin 7-1802 New York City 


BUILDERS HARDWARE contract salesman 
and buyer desires to change his position. Is 
thirty years old, married. Can supply excellent 
references. Can specify, figure and sell, profit- 
ably, hardware for any type of building. Has 
had entire charge of a very profitable department 
carrying high grade lines, both contract and 
jobbing, buying and selling. Also has manu- 
facturing experience. Will be interested in 
traveling. or managing a department, and would 
also like to consider a position in Panama, or 
one of the South American Countries. Address 
oval J-874, care of HAarpware AcE, New York 

ity. 


HARDWARE and PAINT MAN, gentile, age 
37, married, sober and industrious, with twelve 
years’ experience on the road selling paint, also 
eight years’ retail and road experience selling 
hardware of all classes. Desire to connect with 
a live, reliable and aggressive firm, where I can 
take charge of the paint or hardware department, 
or both, and develop it to our mutual satisfaction. 
Salary is not the main object. Opportunity is 
what I am looking for. Satisfactory references. 
Address Box J-883, care of HARDWARE AGE, New 
York City. 








HARDWARE MAN, 38 years old, with six- 
teen years’ hardware experience, has_ special 
training in sampling, store arrangement, stock 
control and merchandising in general. Has made 
decided improvements in arrangement, personnel 
and service to customers in stores where he has 
been employed. Six years as manager one store 
employing as many as forty people doing large 
retail hardware business, where he controlled 
buying and selling with full authority over em- 
ployees, is now open for proposition. Good ref- 
erences and invites investigations. Address Box 
J-890, care of HArpware Ace, New York City. 





SALESMAN—High grade, 39 years of age, is 
desirous of making a connection with a manu- 
facturer who wants real representation. Twelve 
years’ experience calling on hardware supply 
houses and hardware dealers, plumbing supply 
houses and department stores in the middle west. 
Possess plenty of initiative, very adaptible, nice 
personality. Am willing to work in any terri- 
tory and can furnish highest type references from 
former employers. Address Box J-893, care of 
Harpware AGE, (New York City. 





BUILDERS’ HARDWARE MAN of wide ex- 
perience, thoroughly familiar with plans, speci- 
fications and detail, wishes to connect with a 
reliable organization handling builders’ hard- 
ware. Address Box J-853, care of HARDWARE 
Acre, New York City. 





EXPERIENCED HARDWARE SALESMAN 
desires connection with jobber or manufacturer. 
Age 32, married, seven years with large jobber 
in ‘New York State territory and two years with 
nationally known manufacturer. Prefer New 
York State territory. Excellent references. Ad- 
dress Box J-890, care of HArpwarE AGE, New 
York City. 





CAPABLE HARDWARE MAN desires im- 
mediate connection with some good hardware 
concern preferably in Central or Southern States. 
Thoroughly experienced in sales and purchase 
of both wholesale and retail. Can furnish very 
best references as to character and ability. Ad- 
— J-885, care of HArpware AGE, New York 

ity. 





POSITION WANTED—Traveling Salesman, 
with fifteen years’ successful experience calling 
on the Hardware Jobbers and Dealers, also 
Lumber dealers, in Texas, desires connection with 
Manufacturer for Texas. either on salary or 
commission basis. Can furnish high class ref- 
erences as to my ability. Address Box J-892, 
care of HArpwArE AcE, New York City. 





TRAVELING REPRESENTATIVE, | seven 
years’ experience in builders’ hardware. Large 
acquaintance with buyers’ and builders’ hardware 
men in Atlantic Coast States, desires connection 
with reputable hardware manufacturer. Address 
Box J-886, care of Harpware AGE, New York 
City. 





YOUNG MAN, age 25, eight years’ retail ex- 
perience with first-hand knowledge of mechanics 
tools, shelf and builders’ hardware. Makes good 
appearance and has sales ability. Good lock- 
smith and general mechanic. Best of references. 
Metropolitan territory preferred. Will consider 
wholesale offer. Address Box J-894, care of 
Harpware AGE, New York City. 





BUSINESS COLLEGE GRADUATE, age 33, 
four years’ general office experience, seven years’ 
hardware experience. Thoroughly trained in all 
departments of retail and wholesale hardware 
business. Desires position. Will consider travel- 
ing. Can furnish first class reference. Willing 
to go any part of United States. Address Box 
J-900, care of Harpware AcE, New York City. 





A TRAVELING SALESMAN with twenty 
years varied specialty selling experience, covering 
most of the U. S. and Canada to jobbers in 
Hardware Specialties, invites correspondence 
with reliable manufacturer. A clean cut honest 
convincing business builder. I know how_to 
work with you as well as for you. Address Box 
J-896, care of Harpware AGE, New York City. 





SALESMAN, calling on Hardware, Drug and 
Electrical jobbers in Texas, Oklahoma, Louisiana, 
Arkansas and Memphis, desires another line. 
Information cheerfully given to reputable manu- 
facturers who may be interested. Address Box 
J-898, care of Harpware Ace, New York City. 





CATALOG COMPILER with sixteen years’ 
experience with hardware jobber and catalog 
printer desires temporary or permanent position. 
Excellent references from past employers. Salary 
less important than opportunity. Address Box 
J-895, care of HarpwAreE Ace, New York City. 








TELL YOUR NEEDS TO THE WHOLE 
WORLD OF HARDWARE 


Secure a Position, Locate a Salesman or Representative, Hire 
an Employee, Choose a Partner, Sell a Business, Rent a Store, 
or Profit to the Fullest by your share of Business Opportunities 


Make your wants known in the 
CLASSIFIED ADVERTISING SECTION 


HARDWARE AGE 


of 








1932 


AUGUST 18, 
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Sales in Hard 


Times— 


Your advertising dollar goes a long way when you 
apply the Bunting Plan, and it is still your best bet to 
raise sales above the loss point. 


You can stimulate buying activities by contacting 
your trading area regularly. We can help you build a 
bigger business even now. 


THE BUNTING SYSTEM 
North Chicago, Illinois 








POULTRY SUPPLIES 












Poultry Leg Bands 


Moe’s Line—A standard complete line of Poultry Equipment. Sold 
wherever poultry is raised and nothing better made. 


Write for 72-page Catalog and Prices. 


Mee’s Big Boy Feeder 


WOEFT & COMPANY 


2305 Davis St., North Chicago, Ill. 

















CARRY THE FULL LINE 


Nicholson Files are made to 
meet all the varied needs of 
home and industrial filing. 


Be prepared to meet this varied 
demand by carrying the com- 
plete line of Nicholson Files. 











At your jobber’s 


NICHOLSON FILE COMPANY 
Providence, R.1., U.S.A. 
sey 
USA 





A FILE FOR EVERY PURPOSE 











ay 





Sell This Wrench 
For Extra Heavy Duty 


Its sturdy ALL STEEL body withstands severest duty. 
Its sure adjustment holds securely. Its seven standard 
sizes meet every demand for extra heavy, difficult work 
in exposed places. 









6” to 21”. 
Ask your Jobber. 
BEMIS & CALL CO. Springfield, Mass. 


7 sizes: 





The New Wrapping Sells Them 





American King Hammer, Hatchet and Axe Handles are 
selling faster than ever, because the hand shaven, air- 
dried hickory quality is unbeatable and the new transpar- 
ent display envelope presents them in a clean and invit- 
ing manner. 


Write for prices 


AMERICAN HANDLE COMPANY 


Jonesboro, Arkansas 


ROW & HOLDEN 
Hand Hammers 





















Last Longer 
Send for Catalog 


TROW & HOLDEN CO. 
BARRE, VT. 

























DOMES. 


of Silence 


These New Insulated Rubber Cushion 
Sliding Rests, (socket or Crive-on type), 
fit flush, as illustrated. Note attractive 
appearance when applied. Easily at- 
tached. Profitable sellers for use over 
tile, cement, marble and all flooring. 
Socket or drive-on type. 1%” size retail 
at $1.00 set of 4. Driven-on 
type 1%” retail 50c. set of 
4. Drive-on type, %” size 
retail at 25c set of 4. 


Ask Your Jobber 











Domes of Silence, Inc. 
35 Pearl St., New York 





Attached 








Drive-on type 
























Sell COLUMBIAN — 


the Most Modern 


Rope ~— 








Columbian does not keep up with the times — 
ee it keeps always ahead of them. Every modern 
improvement will be found, perfected in 
Columbian Tape-Marked Rope. 
Sell your customers Columbian — the greatest 
value giving rope on the market. Send for a 
copy of our folder, “What Waterproofing 
Really Means.” 

COLUMBIAN ROPE COMPANY 
Auburn “The Cordage City”, N. Y. 
CHICAGO BOSTON NEW ORLEANS 


BRANCHES: — NEW YORK 


HARDWARE AGE 








You never had 


a better year 





"r SAVABRUSH 


than Thrifty °32 


Save! Save! Save! You hear it on every 
tongue. It is the siren song of every sale 
today. Every dollar is being pulled, 
squeezed and stretched until it aches. 
For instance — 


All the little odd jobs ’round the house 
that called for outside help when times 
were flush now are being done by Mister 
and Missus. And they’re doing them very 
well, thank you! 


Yes — and by the same token, Mr. Dealer, 
you can do very well in supplying these 
aid-to-thrift items. Take Savabrush—have 
you any idea how many caked-up paint 
brushes are huddled away, stiff and use- 
less, in attics and cellars, right in your 
neighborhood? And all you need do is to 
tell Mr. and Mrs. Public that for as little 
as 10 cents these brushes can be made 
soft, pliable, good-as-new. 


We are telling the thrift-story of Sava- 
brush to the tune of a national advertising 
campaign. Let your cash register sing the 
same tune by stocking up and hooking up! 


Schalk Chemical Company, 357 E. Second St., 
Los Angeles, and 3932 S. Lincoln St., Chicago. 


AUGUST 18, 1932 


America’s national anthem today is 
“Save! Save! Save!”’ Mr. and Mrs. Public 
are saying to themselves these thrifty 
days...“‘a new car this year? Not much! 
The family bus will have to toddle along 
another year; but we can afford a new 
coat of paint... .The breakfast set that was 
destined for the attic? A can of enamel or 
lacquer will give that a new lease on life 
..- The living room? Oh yes... we cer- 
tainly can’t afford new rugs so why not 
‘do over’ the floors ourselves... it’s con- 
sidered smarter nowadays not to smother 
your floors with rugs and carpeting...” 
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SUPER: FURNACE 


HERE’S much in the name 
WASHINGTON that inspires cus- 
tomer confidence. 
Likewise, there has been built into this 
line of Washington heaters so much 
true worth and honest value, that con- 
fidence once gained, is held in full 
measure, year after year. 
In the present-day market which de- 
mands an abundance of extra-value, 
you can satisfy almost every heater 
prospect fom WASHINGTON’S 
Seven Sizes. 
The burl-walnut graining with two- 
tone maple trim, duplicates the finish of 
fine furniture. It is applied by an ex- 
clusive process originated in our plant. 


GRAY & DUDLEY COMPANY 


Established 1862 NASHVILLE, TENNESSEE 


WASHINGTON DOWN-DRAFT 
HOT-BLAST FUEL SAVER 
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soot; increases heating i, 
efficiency. The 20 to 1 
ratio (radiating surfaces NEW OIL-BURNING 


20 gens Ra che e 

areas) used as a stand- } Of: ee 

To ig gg oo nage Bees COLONEL WASHINGTON 
connate : - basement Hi. ig s} Most modern of the modern! 
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iain al-anede at the | | This highly efficient oil-burning 
seven General Wesh- Hkh heater is made in two sizes, each 
ington sizes. This in- oe supplied with oil tank on the back 
sures two to three times and with constant level valve for 
greater radiating sur- proper control of the fire. Fur- 


faces over many other < a 
heaters of equal cabinet nished complete with all acces- 


and firepot sizes. sories ready for installation. 
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